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REMOVAL NOTICE 
On May 6 we moved to our new 
quarters at 53 W. Jackson Boule- 
vard where all communications 
should be addressed hereafter. 
A very cordial invitation to visit 
us is extended to all. 





NEXT MONTH 


OT SPRINGS, Va., will be the 
center of news in the electrical job- 

bing field for the next few weeks. The 
annual convention of the Electrical Sup- 
ply Jobbers’ Association, May 25 to 27, 
immediately preceded by the meeting of 
the Westinghouse Agent-Jobbers’ Asso- 
ciation will attract a great many men 
prominent in the industry and the de- 
liberations at the sessions will furnish 
much food for thought. THe Jossers’ 
SatesMan will be represented at these 
important gatherings by a corps of edi- 
tors who will summarize the happenings 
in the June issue. Two high-speed cam- 
eras will also be working overtime to 
“snap” the delegates at work and at play. 

* * * 


HE interview with Mr. Pratt in this 

issue will be followed by one with 
another salesman who has and is mak- 
ing good. He tells many of his sales 
experiences which should be of interest 
and help to every jobbers’ salesman. 
Watch for it in the June issue. 

* aa * 


W FE. publish in this issue the first of 
a series of inspiring editorials by 
Dr. Frank Crane, the well known author. 
Every one can benefit by reading these 
helpful messages. Another will appear 
next month. 
- * * 

HE editor desires to urge again that 

these, columns be used as a clearing 
house for the exchange of sales sugges- 
tions and experiences. Send in an ac- 
count of the next sale you make. In ad- 
dition to helping your fellow salesmen 
you receive $5.00 for each suggestion 
published. 
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Packing a real snap switch mechanism 
into the confines of a small structure is a 
feat that has been successfully accom- 
plished in the C-H Canopy Switch line. 










The mechanism complies with the Un- 
derwriters’ definition of a quick make-and- 

| break switch mechanism, and constructing 

| this into a canopy switch of such small pro- 

| portions is an indication of the skill and 
ingenuity of the C-H designing engineers. 
In doing this the long wearing qualities 
have not been sacrificed. 




































To fit into fixture canopies and plates, 
and bases of portable lamps the dimen- 
sions must necessarily be small,—while 

| | from the fixture manufacturers’ and users’ 
| | standpoint the mechanism, though small, 
| must give long satisfactory service. 











There has been no more successful 
switch made by the C-H Specialty Dept. 
than the canopy switch. The molded in- 
sulation body, the workmanship, the rigid 
tests and inspection, the quick make-and- 
break mechanism, all contribute to its suc- 
cess. 



























The Cutler-Hammer Mfg. Co. 
Milwaukee, Wis. 





Cc 
* ma 9 


Canopy (GH Switches 
































A human- interest month 





journal 


_JSor wide-awake electrical “salesmen 





“1.00 a YEAR 


Cuicago, May, 1921 


VoL. 2—No. 5 





How Should a Jobber Be Judged? 


His Usefulness Must Be Gauged From the Combined Viewpoint 
of the Manufacturer and the Retailer 


By W. R. HERSTEIN 


Vice-president, Electric Supply Co., Memphis 


UITE a number of persons, principally manufac- 
turers, are claiming that present conditions are 
putting the jobber to the test, and stating that 

now, if ever, he must prove his right to longer occupy a 
position in the general scheme 
of distribution. There have al- 
ways been, and _ doubtless 
always will be, manufacturers 
who profess slight regard for 
the jobber, and who frequently 
constitute that “loud minority” 
which often has a marked effect 
on public opinion; but all fair- 
minded observers who are con- 
versant with the situation will 
agree that the very great ma- 
jority of the worth-while elec- 
trical manufacturers are now 
marketing their products prin- 
cipally through the jobbers; 
and no jobber who sits in his 
office day by day, besieged by 
manufacturers and their repre- 
entatives clamoring for him to 
buy my goods” will be easily 
onvinced that his services are 
10 longer desirable. 


If an unprejudiced analysis 
s to be made of the jobbers 
isefulness in the system of dis- 
ribution, this analysis should 
e from the viewpoint of the retailer as well as of the 
‘nanufacturer; and certainly the retailer, at this time, will 
ot accuse the jobber of being a failure, however much 
‘e may have thought this only a year ago. From the re- 





W. R. Herstern. 





tailor’s standpoint, the jobber is now functioning per- 
fectly. Never before, in the history of the electrical busi- 
ness, has the jobber been rendering service to the con- 
tractor-dealer which is so nearly perfect. No longer are 
back-orders piling up daily in 
ever-increasing volume. No 
longer is it necessary for the 
retailer to deplete his cash and 
strain his credit in an effort to 
build up his own stock in order 
to insure himself against the 
break-down of the jobber, the 
manufacturer and the transpor- 
tation companies. So far as the 
jobber’s customers are con- 
cerned, the test of the jobber 
started several years ago, and 
however he may have shown up 
under the strain of 1917 to 
1920, he has the satisfaction at 
least of knowing that he con- 
tinues to retain his customers. 
Parenthetically, it might be 
stated that the severest test to 
which the electrical supply job- 
ber was, or probably ever will 
be subjected, was that of the 
Priorities Commissioner of the 
War Industries Board. Here 
was a cool-headed lawyer from 
Texas, whose persistent and 
reiterated question was ‘““How can you help to win the 
war?” Unless that question were satisfactorily answered, 
the person, firm, corporation or industry must temporarily 
be laid on the shelf; and the fact that the electrical sup- 
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ply jobber was not only permitted to continue in business, 
but was given a preferred rating, may be taken as con- 
clusive proof that he stood the test in the most critical 
period of American history. 

If it be true that certain manufacturers sincerely believe 
the jobber is now on trial, their feeling is doubtless in- 
fluenced by the fact that the jobber’s orders are not so 
liberal as they have been during 


the past few years, and, in the 


before. Since these can only be accomplished by t!:, 
keeping up of well balanced warehouse stocks, and acti: 
sales efforts; the manufacturers may rest assured that 
is only a question of time and the country’s inevitable r 
covery from business lassitude, until the jobbers agai: 
start the steady flow of orders that keep the factor 
wheels turning. No jobber, worthy the title will be con 
tent to develop into a manufa 
turer’s agent, or to let the factor, 








case of some lines, have virtually 
It should be 
manufac- 


ceased altogether. 
remembered by these 
turers, however, that business just 
now is undeniably poor, notwith- 


standing the claims of well-mean- 


ber by 


ing but misguided optimists to the 
contrary. It is well enough to be 
hopeful, but it is not wise to de- 
liberately blind ourselves to real 
conditions. If the consumer will 
not consume; if the investor will 
not build, the retailer cannot buy 
from the jobber, nor he from the 
manufacturer. If the jobber is 
not buying, it does not follow that | serving 
he is not in a position of readi- | serving 


the 


ness to serve. As before stated, 


he actually is serving the retailer, ° 
and is thereby serving equally The 
well the manufacturer, though to 
the latter the usual evidence of 
daily orders is not just at this 





: Which? 


Is there a tendency in 
these times to test the job- 
his 
rather than by his sales? 

Mr. Herstein maintains 
that never before in the his- 
tory of the electrical indus- | 
try has the jobber been 
rendering service to the > 
dealer which is so’ nearly | 
perfect. Therefore, by 
dealer 
the manufacturer 
equally well. 
usefulness of the 
jobber must be gauged 
from the combined stand- 
point of dealer and manu- 


attempt to perform for him hi: 
own true function of warehous: 
man; and the manufacturer wil 
find that the jobber is not trying 
to do it now, if only he will tak. 
the trouble to investigate for him 
self, 

Possibly some of those who 
question the jobber’s survival ar 
thinking of him from a financial! 
angle. If this be true, it may b 
| said that he is hardly in different 
circumstances from those of th: 
retailer or manufacturer. It is 
quite probable that every business 
enterprise in the country is now 
being put to the fiery test of a 
credit panic or near panic. Banks 
are calling loans or requiring them 
to be reduced, at the same time 
that debtors are demanding ex 
tensions and accommodations far 
beyond normal. Collections are 
most difficult, and increases of 
bank loans are practically impos- 


purchases, 


he is 








time so convincingly apparent. facturer. 
The manufacturer should re- 

member that when business re- 

ceived its sudden and unexpected 

jolt in 1920, and in the several succeeding months there- 


Most 
of them had on hand enough goods to run for six months 


after, the average jobber was heavily overstocked. 


or more with the assistance of a few fill-in orders to keep 
the stock balanced. With the falling off in demand, the 
jobber’s purchasing power, for the time being, was prac- 
tically annulled, and this fact, coupled with his small fill- 
in orders, is probably what caused certain manufacturers 
to question whether the jobber was continuing to function. 
In other words, these manufacturers have tested the job- 
ber by his purchases, rather than by his sales; they have 
gauged his usefulness solely from the standpoint of a 
manufacturer instead of from the combined standpoint of 
manufacturer and retailer. 

Possibly it might reassure the manufacturers if they 
could realize that competition among the jobbers has not 
abated, but on the contrary has probably increased since 
If it be true that exploita- 
tion is part of the jobber’s duty, certainly he is fulfilling 
Every retailer will testify that the num- 
ber of jobbers’ salesmen has apparently, if not really, in- 


the period depression set in. 
that duty now. 


creased; that they are making their rounds with greater 
frequency, and that they are vastly more aggressive than 
in the bygone days of the “‘seller’s market.’ Every job- 
ber will bear witness to the fact that never was com- 
petition so keen as now, and that efficiency of service and 
economy of administration are now more vital than ever 


sible. In this precarious state of 

affairs, the pent-up stocks which 
seemed such a burden a few months back are now proving 
a blessing in disguise. The money required to pay for 
them would likely have been disbursed in dividends had it 
been available; and the liquidation of these frozen assets 
is now furnishing the ready cash needed to offset the 
handicaps of slow collections and reduced lines of credit. 
So far as the electrical jobbers are concerned it is a well 
known fact that the majority of them are men whio 
started on “shoestrings,’ built themselves up through 
sheer- energy and ability, and are accustomed to taking 
care of themselves in times of stress. If it be true, there 
fore, that they are now undergoing a genuine test for sur 
vival, their customers, creditors and critics would do wel! 
to consider their past records on similar occasions and 
form their judgments accordingly. 





If you can get a man to tell you how he spends his leisur« 
time you can foretell his future better than any fortun: 
teller. ; ¢ : : : ; : : 

If you treat some men courteously they think you ar 
“easy.” * 
Never admit you are discouraged—even to yoursel! 
Our earning ability is of real value to us only according t 
our ability to save. : : 
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A Survey of Business Conditions 
Among Electrical Jobbers 


Statistics Showing Increase or Decrease of March Business as Com- 
pared With February and With March of Last Year 


66 OW is business today? How does it compare 
with last month and with the same month 
last year?” 

In an effort to find the answer to these questions for 
the electrical jobbing industry as a whole, THe Josper’s 
SALESMAN recently directed an inquiry to every jobber 
asking for the percentage of increase, or decrease, in gross 
sales for March, 1921, as compared with February, 
1921, and also as compared with March, 1920. A general 
grouping of products was attempted and figures requested 
for each group. The result is shown in the accompanying 


table, which gives the average for all replies received. 


There are several outstanding features regarding this 
survey which are of interest. In the first place a com- 
paratively few jobbers seggregate sales. It seems that 
while those who do seggregate their figures find the slight 
additional expense involved well worth while, many con- 
cerns still hesitate to adopt this step in advance. Cer- 
tainly a concern that is in a position to analyze the move- 
ment of individual groups of supplies is in a much more 
strategic position than one whose only knowledge is of 


gross sales for all goods handled. 


Percentages of Increase or Decrease in 


1921 





> 
- 
Be 
he 

GROUP ae 
Ec 
fee 

1. Conduit and conduit fittings 11.8 i _ 27 


2. Rubber covered wire and 


RENE? a 2.6 18.4 
3. Weatherproof wire .... 9.3 31.2 
4. Outlet and switch boxes 2.2 31 
e-POD ncnccsretes-a - 4.1 - 36.4 
6. Schedule material . 2.1 ee 13 
%. BOCs 2...0. ; 9.8 ay ees 39.4 
8. Flashlights ........ 2.1 4 24.4 
9. Dry batteries ..... ~ okt ; 26.8 
10. Motors and control apparatus . a 43.4 


Panels and cabinets : Se 





Although not indicated by the accompanying figures, it 
is interesting to note that comparisons of 1921 with 1920 
lead to conclusions which are grossly misleading in so far 
as average conditions are concerned. It is well known 
that abnormal conditions existed throughout the greater 
part of 1920. Still many concerns are gauging their busi- 
ness of today on the records of 1920, whereas 1919 would 


be a far more normal basis for comparison. 


In this connection reports from 58 jobbers indicate a 
decrease of 40.2 per cent in sales for January, February 
and March, 1921, as compared with the same period for 
1920, while reports from 15 concerns show an increase of 
9.8 per cent in business from the first four months of 1921 
as compared with the same period for 1919. Incidentally, 
it may be noted that there has been an increase of 3 per 
cent in overhead expense for 1921 as compared with 1920, 
although no information is available explaining this in- 
crease. 

In examining the values given in the table cognizance 
should be taken of the reductions which have occurred in 
the prices of most items involved. This will, of course, 


affect the comparisons between 1920 and 1921. 


Jobbers’ Business (Weighted Averages ) 


1921 
1921 











ee > he . 
sath and al - hed — hen as 
oon oon N Oyen nN 
wr ay S.- BW" STO ww ADO 
> Bea > ch aaonhet mewtae 
—n. b&b Be of & wo aD & 
GROUP Of2e& =e OFS o- Oe 
o2tane ae aeta@nae ace 
a Se we - GeMta er 
eT nen) Oe ee ee 
12. Pole line hardware 19.6 : 31.7 
13. Commercial lighting units... 24.7 24.4 
14. Industrial lighting units . 8.6 37 
15. Lamps ......... Mancipuataete ss 7.1 21.3 
16. Heating devices ................ 2 16.9 
17. Motor-driven appliances ...... -.. 6 t1 
1S) eos ....... ; ae 2 18.2 
19. Switchboards and acces- 
sories 2.4 55.6 
20. Fans 503.4 51.3 


21. Signal equipment (bells, 
pushes, horns, etc.) ie 24.1 33 


Street lighting equipment.... 22.8 
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Get Ready for the Farmer 


_ Although 95 Per Cent of the Farmers Are Rated as Prosperous Only 


52 Per Cent Have Modern Homes and Conveniences— 
Doesn’t That Look Like Money in Your Line? 


ITY folks stubbornly cling to the idea that the 
farmer is a hayseed, a rube or a hick—a lanky, 
chin-whiskered individual addicted to carpet bags, 
celluloid collars and cow-hide boots. They simply will 
net recognize that interurban trolley cars, the automobile, 
R. F. D. mail, good schools and prosperity have put the 
farmer on just as high a plane of living and of intellect 
as his city cousin. 

The modern farmer reads the same books and period- 
icals that city folks do, craves the same conveniences of 
life, goes to the movies, listens to his own phonograph, 
wears the same kind of clothes and is, in all, a pretty 
well rounded-out business man. Perhaps, even, he is a 
college graduate. 


Figures show that about half the population of the 
whole nation lives on the farm and that farming as an 
industry is greater than all other industries put together. 
Think of it—lump all the railroads together, and all the 
mines, all the manufacturing, and the sum total is less 
in the value of out-put than the value of farms and farm 
products ! 

The majority of automobiles are owned by farmers. 
The whole state of Iowa, for example, containing not a 
single great city, can ride comfortably in its own auto- 
mobiles, there being one car to every five persons in the 
state. 
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By W. E. UNDERWOOD 





Etectric Light anp Mopern Conventences Have a VERY 


And the farmer is canny. He has the cash money while 
we city people are buying stuff on installments. 


With such conditions, it is high time that the jobber 
and the jobber’s salesman were giving more thought to 
the farm market, particularly as regards the sales field 
for things electrical. Our greatest potential opportunity 
for sales expansion lies in getting the farmer to use the 
“juice” and all the electrical conveniences that go with 
it, including first and foremost, of course, electric light. 

Something like three millions of farm residences in the 
United States are A-1 prospects for country home electric 
light plants. These are the homes of well-to-do farmers 
who are too far from a central station or interurban line 
to obtain lighting and power service. 


The era of the country home lighting plant has just 
started, but it is coming on fast. In 1919 there were 200,- 
900 such plants in use. Today the figure is about 340,000, 
which you'll admit is some advance in about a year and a 
half. 

Whether or not your firm sells country home lighting 
outfits, the day is certainly coming when you will regu- 
larly call on electrical dealers in the rural towns that are 
buying centers for farm communities and the chances are 
yeu will eventually sell them more electrical goods than 
you sell now to your best city retailers. You will find a 
new lamp and lighting market, a new demand for washing 
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machines, flat irons, heating devices, fans, vacuum cleaners 
-—all the appliances that city people use and a heap of 
others that city people never heard of, such as motor 
driven churns, corn 


plant right in the merchant’s store as a demonstration, or 
in the little red school house, church, garage or township 
high school? How about some advertising in the best 

read local paper, on 





shellers, pumps and 


the fences along the 





what not. 

The country home 
lighting plant is far 
beyond the  experi- 
mental stage. There 
are at least a half 
a dozen different, 
well-known ones on 
the market today 
that are practical, 
fool-proof and ca- 
pable of long con- 
tinued service. Fur- 
thermore they are 


the lines you handle: 


Study These Statistics | 


IGURES are always dry reading, but just 
‘ast your eye over these as convincing evi- 
dence that the farmer is at least on a par with 
the city man as far as hustle, prosperity and 
progressiveness are concerned—the elements The same general 
that will sooner or later make him a buyer of 


Value of Farm Prosperity 
The average value of a farm is $54,000 or $219 per acre. 


Condition of Farm Buildings 


main roads or in the 
movie theatre? Why 
not try a direct mail 
campaign to be fol- 
lowed up with per- 
sonal calls on the 
most prosperous and 
progressive farmers? 


ideas as to advertis- 
ing and sales that 
you have found suc- 
cessful for the elec- 
trical dealer in the 


sold at a price well Eexcellemt comdlitions 2.22. .n.-2<.c<e-cescsceseeeesensees 30.4% city will work for the 
within the reach of HOR CUI i en 42.3% rural dealer. 
r Lg es ee ES ES RR Pave See neve BAe 21.38% 
eee eee 5 ics): SRA ERE 6.0% And what are the 
ana x. i ‘ Prosperity of Farmers sales points that will 
sa vn. WA SI cst chin Reine 36.0% remove the rubber 
dles electric lighting 4 EY ee oe 59.0% band from the farm- 
plants for the country pj i” Ot Orel Seen Ra ieceire mene ©. Detan! 5.0% ev’s roll? First of 
home and lamps and Disposition as to Progressiveness ; : : 
. . all the modern 
appliances for the Very preiewenspree iis tie 66.0% . , 
ne ae Smee efi 26.0 % farmer prides him- 


same field, there is 





. ; Conservative .............. anmnesurticnrnes mbdemee: | ORE 8.0% self on being pro- 
an immediate eng Home and Home Conveniences gressive. The fact 
for increased _ busi- Eee EE F OEP 20.4% that electric light is 
ness in stimulating I IO cine cieenissenintnenpiencetinceuininiplibenniea 81.2% ae a r 
rural dealers to a yp ete ee eee oem re 48.4% ——— + seeks oe 

sdsigan f Note that while 95% of farmers are prosperous and 92% are, ent has a mighty 
more active sales ef- progressive only 52% have modern homes and conveniences— strong appeal to him. 
fort. doesn’t that look like money in your line? Convince him that 

The country mer- Electric Equipment in the Farm Home the electric light 
chant can well afford oe lights adiasasinscinndinvninetenstantatadellaninanasac,ambleantaast 27.1 % plant will work a. 

‘ +7e DORON Fc atone senadec cries Ce eee ees ap 
to personally canvas ay RT: CARLES: 21.0% it is not beyond his 
the farmers in his Electric Washing Machine..................-.00000---000------ 16.2% comprehension nor 


territory for the sale 
of country home 
lighting plants. The 
money to be made at 
once from such sales 
and the future mar- 
ket it epens up for 
lamps, lamp renewals 
and all sorts of ap- 
pliances warrants 
any reasonable in- 
vestment of time and 
money in selling ef- 


Ce OD 2k 


some other car. 


immediate local markets. 


Perhaps many 
rural electrical deal- 
ers only dimly per- often. 
ceive the opportunity. 


*Included in this figure are many farm homes lighted by 
city, town or interurban electric stations. 
Automobiles on the Farm 
ett t a aa 
a I I a ict Senco vcevnnchieeiewe teas 10% 
Seventy per cent own cars of high price than Fords. Twenty 
per cent own Fords only. Ten per cent own Fords as well as 


Of all these 84% have cars of later model than 1915. 
Trucks and Tractors 


A RN a a cans 27.16 
7.1o¢ 


Own tractors ............. a 


Farm Trade Tendencies 
Seventy per cent of trading by farmers is done in their 


Twenty-three per cent is done in larger trade markets. 
fort. Seven per cent is done by mail. 


Interests of the Farm Family 
Sixteen per cent go to the “movies” once a week or more 


Forty-eight per cent go to the “movies” at least once a 


ability to operate and 
care for and not ex- 
cessive in initial cost 
and up-keep and the 
sale is almost. certain 
—at once if he has 
the money to spare, 
a little bit later if his 
1% available cash is low. 
1% As soon as two or 
three leading spirits 
in a farm community 
have put in their own 
lighting plants and 
have spoken a word 
or two of praise to 
their neighbors, ex- 


: month. erience has proved 

Here’s a chance for Conditions of Rural Stores P P 
the jobber’s salesman RL EES» 3. 31.0% that the whole com- 
Fairly modern ................ ee 2S PERO Ee eee eee: 46.9 0% munity soon gets the 


to jolt them awake 
and to offer sales and 


tions. 
What’s the matter 
with rigging up a Bal toes a we 





Old-fashioned _ ..................-..- 
Most of these stores do a cash or merchandise trade business 
advertising sugges- as only 11% of farmers run monthly, season or yearly 
accounts. The average increase in business for these rural that the 
stores of late years is better than 25% per year. 


itch for electric light. 

And don’t forget 
farmer's 
wife has something 
(Continued page 90) 
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Here Is a New 
Angle of Selling 


Carrying On and Getting On 


How the Law of Compensation Applies to Your Success 


By INTERVIEWER 


F all the puzzles the well known human race has 
created for itself there’s one that tops them all. 
More time and effort have gone to solving it than 


all the rest combined. But only 
a few in each generation get the 


providing you live up to your end of the bargain. Tell 
us the sum of money you feel that it would be possible 
for you to earn as a jobber’s salesman providing you 
worked as hard as you could and 
would if doing your honest best. 








answer in anything like its en- 
tirety. 

The puzzle of course is how to 
get on in the world and recruit 
enough “iron men” to keep the 
wolf from the door in old age. 
The SALESMAN is de- 
voted to the task of helping its 
readers find the answer to that 
question. Men capable of throw- 
ing a helpful light on the prob- 
lem are invited to throw, and 


J OBBER’S 
done 


early issue. 
them? 


HIS is 

of a series of twelve 
pertinent pointers on sell- 
ing picked up by our 
workers in the field and 
into this form 
by Interviewer. The next 
article will appear in an 


We'll guarantee you that sum. 
You'll have nothing to worry 
about. You'll get dollar for dol- 
lar of return for every dollar's 
worth of effort expended. All 
you have to do is to carry on— 
render the necessary quid quo pro 
—and do your level best each day. 
Would you accept that proposi- 
tion? You bet you would. So 
too would every other jobber’s 
salesman if given the chance. 
Now the opportunity is yours— 


the fourth 


Do you like 











writers who have a message are 











besought to deliver it. Always 
the search goes on. 

Frequently when men are being interviewed they go off 
at a tangent and say something that fits their subject not 
at all, but is nevertheless of prime importance. Those 
pearls of wisdom are being treasured. They will be placed 
before you on this page from time to time, as conditions 
permit. . 

Here is one that is a fundamental of success in selling. 
No salesman who disregards it can succeed in a big way. 
Bat the great majority of salesmen seem only to partially 
understand its importance. 

Now it may be that you are one of the few who do 
understand and are making full use of this principle in 
vour daily work of selling. For argument’s sake suppose, 
though, that you are not, that you size up something like 
this: Doing as much business as the average and attend- 
ing to business well enough to make your position on the 
payroll secure. -But secretly a bit worried. You’d like to 
be earning more money. There are things, too, connected 
with your work that you should be doing but somehow 
never quite get around to doing. Also you find yourself 
wishing for more assurance regarding the final outcome 
of your efforts. You wonder how it is that some fellows 
seem always to be happy, working along day by day, get- 
ting a lot of fun out of their work and life as they go 
along 
time. _ 

Well, suppose now that someone speaking with the 
authority of the United States Treasury behind him were 
to say to you something along this line: Now here, Jones, 
or Smith, or whatever your name, I’m authorized to make 
you a proposition which will relieve you of occasion for 
business worry and assure your success as a salesman, 


and pulling down the big commissions a the same 


yours on an authority greater even 
than Uncle Sam’s. It’s based on 
« law as infallible as gravitation and which is generally 
known as the Law of Compensation. It works week days 
and Sundays, nights and days—all the time. No layoffs ' 
No favorites! An even break and the same chance for 
all, regardless of race, creed or color. 

Not one man in a million does put the best of himself 
into his work habitually; so the chances are there'll be 
no injustice in assuming that you are not that millionth 
man, that you could do a lot more each day. Why aren’t 
you? You need the money. The work is before you to 
do. You are not lacking in strength or ability and no- 
body's stopping you. Why then don’t you? 

The answer is easy; this: You don’t because you have 
never understood that principle of compensation properly. 
You’ve done the things that offered an immediate return, 
but hedged a bit about doing the things requiring time to 
develop. You’ve put off doing the things like the prelimi- 
nary development work on a prospect that could not be 
expected to develop into a good paying customer for a 
long time. You have been inclined to expect the seed of 
your effort to sprout and bear returns at once it has been 
planted, in other words. 

Make this test and see if the facts do not bear out that 
criticism. Classify all the jobber’s salegmen you know 
under one or the other of these headings—(1) Interested 
mostly in getting today’s business, and (2) Building for 
tomorrow and looking after today’s business too. 

Ask the men in both classifications about the Law of 
Compensation. See if it is not true in the main that the 
ones who display a proper understanding and belief in 
that law are in the class of business builders, the men 
who are working for the future. 
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My Recipe for Success 


Here Are Some Suggestions from a Man Who Likes His Job 
and Has Made It a Big Success 


By J. M. PRATT 


Rumsey Electric Co., Philadelphia 





Reporter’s Note 


AS REPORTED BY INTERVIEWER 


Your reporter listened in on a dinner table talk recently between two men whose opinions repre- 


sented :he extremes of viewpoint on the work of the jobber’s salesman. The experience of one of these mien as a 
jobber’s salesman embraces more than a quarter of a century; the other has less than twelve month’s experience to his 
credit. They realized that neither was. ideally situated to envisage the work of the jobber’s salesman correctly. 
The older man’s future, so he remarked himself, “lies mostly behind him.” His outlook is influenced accordingly. And 
the younger man still sees with the eyes of inexperience. 


So both agreed that there was need for ihe opinion of a 


man viewing his work as a jobber’s salesman from a point midway between their own. It was suggested io your 
reporter that he find such a man and secure his views for publication in Tur Jopper’s Satesman. That has been 





done 


done in a very interesting and helpful manner, too, we hope you will agree. Mr. Pratt speaks from the 


vantage point of twelve years’ experience with the Rumsey Company, Philadelphia, and his ideas embrace the necessary 
mid-channel viewpoint in ideal fashion. 


66 OU’RE welcome to my views,’ said Mr. Pratt, 
“for I believe in co-operation. 


You asked how the ‘am- 
bitious’ man can make the 
most of his opportunities 
as a jobber’s salesman. 
I'm glad you put it that 
way.” 

“Now perhaps I shant 
be able to tell the am- 
bitious, hustling jobber’s 
salesman a thing about 
how to get business that 
he does not already know. 
Probably so. But cer- 
tainly I do regard it as 
a waste of time to devote 
‘ffort to helping the sales- 
man who is not ambitious, 
who is neglecting his op- 
portunities deliberately. 
Such men bespeak sym- 
pathy for themselves, it’s 
true. Just the same, it 
strikes me that they stand 
in need of medical at- 
tention, first off, rather 
than help in selling.” 


“How better can one 
account for the attitude 
of the normal man who 


complains about his lack 
£ 


ox physically, or perhaps both. 


ef success and crys ‘Help !’—and 





But I want to set 
myself straight regarding one point first of all. 


ties of your healthy, ambitious man. Offering selling 
helps to a man in that state is like psacing food before 
one who lacks appetite; there is an obvious something that 
must be done first in both 
cases.” 

“Business today is not 
all that could be wished, 
far from it. But that to 
the contrary, I have 
noticed this to be true 
nevertheless. The men 
who are making the most 
of what opportunities 
there are are planning, 
too, for the future and 
are not complaining or 
pulling long faces. |! 
think that _ applies 
throughout the entire job 
bing field, from the man 
higher up all the way 
down the line to the 
youngest salesman. For 
there’s business enough 
to keep the pot boiling 
merrily, providing one 
hustles.” 

“Look about you, 
though, and you'll see 
that many men—jobber’s 





salesmen among them— 
are not hustling. Most, 





all the while is loafing 
on the job and neglecting the things that are calling to 
get themselves done? Such a man is sick, either méntally 


There is a kink in his 


scheme of living that acts to prevent the reasoned activi- 





if not all of them, hav 
ability sufficient to procure business in some quantity 
whenever they care to make the effort. But just now I 
know some salesmen who are making merely watt-efforts 
—and complaining like the dickens because they are not 


doing kilowatt-business.”’ 
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“During the war and afterwards business came to the 
jobber’s salesman without the necessity for his having 
had to make a fair selling effort in return. It had a de- 
moralizing effect upon all of us I’m sure—buyers running 
after us and treating us to dinners in return for the privi- 
lege of buying goods, and all that sort of thing. But it’s 
time now to recognize that the holiday season in business 
is ended. We all must buckle down to doing an honest 
day’s work again.” 

“Come with me any day and I’ll show you men with 
business responsibili- 


future! The will to do! Those are the most important 
items that the jobber’s salesman has to sell today, as it 
appears to me. And if we salesmen will but do our part 
the contagion will soon spread to the manufacturer, on 
the one hand, and the consumer on the other. Then busi- 
ness will be good again for all of us.” 


“So far I seem only to have touched upon generalities. 
But they are things which it seems to me cannot be said 
too often and I hope that your readers will help pass the 
word along.” 

“Now, however, 
if you think it will be 








ties—jobber’s _ sales- 
men among them, too } —— 
—blending _ the 


luncheon period into Get On the 
an afternoon of gos- 
bil- 
bowling or 
But mark 
this, it is not my cue 
to object when my 
competitors neglect 
their opportunities. 
Nevertheless, _ busi- | 
ness will not be what 
it should for any of 
us until all get back 
to the habit of put- 
ting the best of them- 
selves into their work 
again.” 


sip, vaudeville, 


liards, 
base ball. 


representatives. 


“Tt’s presumptuous 


perhaps for me to 
even mention such 
matters. But they effort. 


| 
seem _ tremendously | 
S | 
important to me for | 


A Message to Manufacturers’ 
Salesmen 


| By M. A. OBERLANDER 


Western Electric Co. 


Yee investigating business conditions 

during a recent trip through a number 
of large cities I was shocked by the lack of 
creative work being done by manufacturers’ 


The principal trouble seems to be that they 
are overlooking the introductory and creative 
work which should be their special aim. They 
are living in the past, lulled by the ease with | 
which the enormous rush of business came to 
them during the war period without requiring | 


They have therefore been devoting most of 
their time calling on jobbers, rather than cre- 


helping any, I’m per- 
fectly willing to ex- 
plain the _ policies 
that have grown out 
of my own twelve 
years’ experience as 
a jobber’s salesman. 
I’m aware, of course, 
that they represent 
only one man’s expe- 
rience and point of 
view; they are of- 
fered on that basis. 
I do know, however, 
that observance of 
these things is en- 
ibling me to get along 
and make good.” 


“TI believe, first of 
all, that it is vitally 
important for the 
jobber’s salesman to 
value himself and his 
work correctly. It is 
a he-man’s job— 


Right Track 


all that. So when , , . . ‘ this thing of being a 
asked 46 key and any ating business by calling on architects, engi- jobber’s salesman, 
something _ construc- | neers, contractors, dealers, and industrials. and the importance 
tive it seems natural | There are, of course, exceptions. Several of the service so 


to begin in that way.” 


“It one | 
laugh, though, to 
think what some of | 
the newcomers in the | 
jobbing field and 
who are still pienic- 
ing along in ‘low,’ 
would say had they 
started in as a job- 
ber’s salesman when | 
I did. Now I’m not 
an old timer by any | 
means. Yet I can 


makes 


| ness. 





of the manufacturers’ representatives whom I 
know are doing exceptionally good work 
along the right lines, and they are reaping the | 
benefit in the shape of highly increased busi- | 


| In general, however, times have changed 
' and the remedy is clear. Salesmen should get 
out of the war period rut and not sleep on the 
job while the other fellow gets the business. 
Get out in the right field and fight.—What’s 
worth having is worth fighting for. 


rendered to society 
has many angles. But 
| there are some men 
who never come to 
| realize that truth. 
They have a_ brief 
try at being a job- 
ber’s salesman, and 
then get out without 
even having sensed 
the possibilities, to 
say nothing of prof- 
iting by them.” 





“T have in mind a 





recall the days eas- 
ily enough when it 
was not uncommon for salesmen to make as many as six 
or even seven towns and twenty calls in one day. Today 
I know men who are not averaging as many as twenty 
calls weekly, certainly not more.” 

“It seems very necessary, too, that the jobber’s sales- 
man make a special effort to convince his customers that 
the holiday in business is over. Optimism! Faith in the 





man who announced 

after a very limited 
experience that being a jobber’s salesman didn’t afford 
scope enough, that the jobbing business was too small for 
him. He got out, he said, in order to find something 
bigger and more worth while. What do you think he is 
doing now? He’s selling paper novelties.” 


“Isn’t that rich! There are jobber’s salesmen, mind 
(Continued on page 78) 
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Three Vital Sales Tips 


Here Are the Three Most Important Requirements for Salesmen 
As Expressed by Three Prominent Jobbers 


By THOMAS F. CHANTLER 


inquisitively. Almost always it will be found that 

each will mention some particular phase of selling 
that to him seems most vital. Some of the ideas about 
selling secured from such men are reported here in their 
own words. 


‘ex among men experienced in selling and tap them 


SaALESMEN Must Seti Tuem Personaitry 
4Ltone Witu TxHeEir Goops 


“One of the surest tests of a salesman is to go over his 
territory after him and note the impression—or the lack 
‘hereof—made upon the people he visited. Some sales- 
men need pass through a territory but once in order to 
make a favorable and lasting impression upon all, or 
nearly all, they meet. Other men, having the same op- 
portunity, are forgotten almost before they have time to 
get out of town. 

“There are others, too, who merely by passing through 
a territory once can stir up more h—!] than can be allayed 
in months by even the best diplomat the house can send 
cut. Then there is the class who never seem to win the 
friendship of their customers, although contriving not to 
get themselves disliked. And the man with a grouch and 
the fellow who cannot forget self even while selling are 
not to be overlooked either. 

“There are many things accounting for the impressions 


‘ m 


be 


DEMONSTRATING THE PULLING Power oF Morion 1N Wi1npbow Drsp.tays. 


nade upon customers by salesmen, but I think much of 
the explanation is to be found in the old saying that ‘like 
creates like.’ Some salesmen are interested in their cus- 
tomers as men and human beings first of all; they arouse 
that same interest in returv. Others see a customer 
merely as something to sell to, and are themselves viewed 
merely as something that sells—a machine.” 

“It’s human nature to prefer to do business with those 
we know, trust and like. Only under the compulsion of 
necessity will a man transact business with those he dis- 
likes and distrusts. So it behooves every salesman to sell 
his personality along with his goods—the right sort of 
personality, that is.” 


SaLtesMAN Must Put His Roots Down 
In Ornper To Win Out—Bic 


“T’ve been in the jobbing business for all of my busi- 
ness years and I have yet to see the floater who has made 
geod in a really big way. Mind you, I’ve no criticism 
to make of the man who tries several jobs and keeps on 


(Continued on page 9+) 
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Ont View SuHows a DemMonstTRATOR aT WorK—IN THE 


Tor View Demonstrator Has Gone To LuNcH. 
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Dr. Crane is Now a Regular 
Contributor to The Jobber’s Salesman 


How to Handle Your 


Competitor 


By Dr. FRANK CRANE 


T is a mistake to suppose that you have to 
fight your competitors. Nothing was ever 
permanently gained by fighting. For fight- 
ing of any kind is pure destruction. 
Your competitor does not have 
enemy. He can be your 
friend. 


to be your 


Competition does not kill 
trade; it builds trade, stim- 
ulates trade, and makes 
new trade. 

This is based on the nat- 
ural law that no one per- 
son can suit everybody. 
No man can get all pos- 
sible business in any com- 
munity. His personality 
attracts some and repels 
others. Wherever there is 
a lot of busimess for one 
man there is business for 
somebody else. 

This is proved by the 
fact that in any big city 
business houses in the same 
line group together. We 
find) most of the piano 
houses in one part of the 
town. Most of the auto- 
mobile concerns are strung along a certain sec- 
tion of Broadway, New York. The silk mer- 
chants, the hat manufacturers, and so on, each 
have their district. This proves that in the 
practical working out of business it pays a man 
to locate in the neighborhood of his competi- 
tors. 

It is not true that there is just so much busi- 
ness to be had, and that a rival cuts your trade 
in half. As a rule the more tradesmen the more 
trade. A good lively competitor will increase 
vour custom. 

Two grocers in the same block will do more 
business than if there were only one, and if the 





Copyrighted, 1921, by Dr. Frank Crane. 


other grocery is good it is a more valuable com- 
petitor to you than a poor one, 
“Where the carrion is there the eagles are 
gathered together.” 
So runs the proverb. And where no eagles 
hover there is slim picking. 
Don’t hate your compet- 


itor. Hate is always ex- 
pensive. Get acquainted 
with him. You may learn 
something. 


Don’t knock vour com- 
petitor. It sounds bad, and 
itis bad. Bea good sport. 
Play the game. Keep good 
natured. 

Beat your competitor if 
you can, but remember that 
the surest way to beat him 
is to sell better goods, give 
prompter service and have 
more courteous work-peo- 
ple. Don’t fight by cut- 
ting prices. Keep your 
margin of profit fair. 

If your competitor lies 
about you, or uses under- 
hand methods to harm you, 
don’t worry. He is cutting 
off his nose to spite his face. He cannot fool 
all the people all the time. Straight business 
and good nature win out always in the long run. 

Your competitor will do you a deal of good 
if you keep your eyes open. He will keep you 
from slumping. He will make you energetic. 
‘careful, more attentive to business, and alto- 
gether will be a good tonic for you, if you know 
how to use him. 

There is business enough for both of you. Go 
after it. 





The June article is entitled, ““The Man Who 
Gets Things Done”. 


May, 1921 


THE soBBER’s fA] sales 








Pictorial Review of Electrical Developments 








Photo ©Underwood & Underwood 

The above instrument, known as the “Photometer,” is used 

by the government Bureau of Standards to determine the 

power consumed and the light given out by standard makes 

of lamps. Samples of lamps are sent to the bureau from 
every lamp manufacturer in the country. 





Wide World Photos 

B. G. Seutter, at the recent radio convention in the Hotel 
Pennsylvania, New York, won the championship of the world 
as a wireless operator. He establishéd a new world’s record 
of 48 3-5 words a minute with but two typographical errors. 


ae 

Photo ©International Film Service Co 

The above electrically operated shallow-water life buoys 

are replacing lighthouses along the coast of England. ‘They 

will flash unattended for 12 months. These will replace the 
old lighthouse keeper. 











Courtesy Kellogg Switchboard & Supply C 

A very interesting piece of apparatus in the form of 
a wooden telephone receiver of the vintage of 1876 is 
shown above. It is one of many made by H. S. Bergell 
of San Francisco, who at that time was engaged in elec- 
trical engineering pursuits and manufactured, by hand, 
a number of other electrical devices, which then, owing 
to the infancy of. the electrical art, were considered 
wonderful pieces of work. The receiver is made of 
Spanish cedar, and at that time sold for $10 each. 


Courtesy Kellogg Switchboard & Supply ( 

A novel and economical mounting and protector has 
been placed on pole lines of a midwestern telephone com 
pany. The recipe for making is as follows: .Take a 
one-pound tobacco can, punch holes in top for bridle 
wires and two holes for mounting bolts. Then bend a 
cross arm brace at right angles and mount can as shown 
in illustration. There you have it—simple! 





The first Baldwin-Westinghouse freight locomotive for 
the Paulista Railway Company in Brazil has been com- 
pleted and tested. The passenger locomotives are near- 
ing completion. This marks a milestone in the electri- 
fication of the one of the most important lines in all 
South America. This is the initial step toward the broad 
application of natural resources of Brazil to the re- 
placement of imported coal for power development. 
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Photo ©Underwood « Underwood 

Reports have been circulated to the effect that the city 

afloat, the former army transport, Leviathan, is rotting at 

its pier in Hoboken. To disprove the story photographs 

of the interior have been taken. Here is a large bank of 
circuit breakers in the engine room. 


Photo ©Underwood « Underwood 

Continually forward goes the science of electro-thera- 

peutics along which branch of healing great discoveries 

have been made in recent years. Here is a blind British 
veteran of the world war receiving treatment. 





Photo ©Kadel « Herbert 
bheas Gea F Wiinee Professor Albert Einstein, noted mathematician, who 

: evolved the much-discussed and sometimes-understood, 
It looks as though Irene Rich, movie star with Goldwyn, 


_ it } theory of relativity of motion, recently arrived at New 
is either going into housekeeping or the electrical business. York to pay the United States a visit. 
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Pictorial Review 


of Electrical Developments 





An apartment house, on the co-operative plan, has been built in 
Queens, New York, and is now being occupied. It contains neither 
gas nor steam—only electricity. Every room in the apartment 
is furnished with the necessary electrical appliances to complete 
its comfort. Here in the living room is an electric player piano, 
phonograph, table and floor lamps, ceiling fixture and baseboard 
receptacles where the tea samovar or percolator may be connected 





—then in milady’s boudoir is every electric 
appurtenance attendant upon the convenience and 





up at tea time. 


—and in the kitchen, which affords probably 
the biggest opportunity for the use of elec- 
tricity is the electric range, fireless cooker, disb- 
washer, cake and dough mixer, refrigerator, 
washing machine, iron and fans, utility motor 
and egg beater. 











comfort of the occupant. There is the heating 
pad, the vibrator, violet-ray machine, curling 
iron, electric radiator, bedside lamp, sewing 
machine, iron, portable heater and hair drier. 


Wide World Photos 


—while the dining room is made absolutely complete through the 
adoption of an electric percolator, toaster stove, chafing dish, 
ovenette, waffle iron and grill. This is the home of the near future 
and the jobber’s salesman’s Utopia. Yet there are a few things 
necessary yet which the jobber’s salesman can help bring about: 
a special electric rate for such homes, education of the architects 
and installation in the public mind of the value, convenience and 
necessity of a home thus* equipped. Through the propaganda of 
the many forces in our industry and the diligence of jobbers’ 
salesmen this is gradually being brought about. 











| 
| 
| 
| 
| 
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Pictorial Review of Electrical Developments 
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The above photos show how the stockrooms and shipping department of the Wesco Supply Co., St. Louis, Mo., 
looked after G. M. Ellis had finished his revamping the organization. It will be noted that not one box nor barrel 
is out of place and not a scrap of paper on the floor. Mr. Ellis is widely known as an expert organizer. 





The above photo shows the “electrical preacher” in the 
Herron Avenue Presbyterian church, Pittsburgh. Being 
without a pastor some wireless enthusiasts installed this 
apparatus by means of which the congregation enjoyed the 
sermon being rendered in the Calgary Episcopal church. 





Burglar alarms have been used to apprehend thieves with 
varied success. Some business men, believing an ounce of 
Two hundred of this new type ef street lighting prevention is worth a pound of cure, have placed flood- 


unit, shown above, were recently installed by the lights across from their buildings so that the light will play 
city of Rochester, N. Y. upon vulnerable spots. <A thief will think twice before at- 


tempting to burglarize a store in this bright light. 
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Thought Stimulators . . 8) >4vip cwson 


OFT jobs make soft people. 
We gain strength by overcoming forces that re- 
sist us. Things that come easy never add anything 
to our powers. 

Men find, as they look back, that it was in solving the 
hard problems that they developed the ability to handle 
the big job that came their way later. 

It’s the principle of the carpenter's sandpaper. 

If soft things took the roughness off the board and 
transformed it into a smooth, polished desk top, furniture 
makers would use velvet instead of sandpaper. 

If soft materials put a fine cutting edge on a dull knife, 
the grinder would use rubber instead of an emery wheel. 


Things come easy to a jellyfish. All he has to do is to 
float along the current of the ocean tides and absorb the 
food around him. But he never develops a backbone. 
Before an enemy he is helpless. 

A rich man’s son may be given a job in his father’s 
establishment, but unless he really knuckles down to work 
he will never develop initiative, executive ability, power 
of decision. 

There have been thousands of English statesmen, but 
none accomplished more for the British Empire than 
Disraeli, Queen Victoria's prime minister. He was a 
Jew, and to attain that office, Disraeli was obliged to com- 
bat distrust, ridicule, envy and prejudice. 

Overcoming these handicaps gave him strength. He 
was one of the outstanding characters in English history. 


W. W. Maxwell, an associate of Thomas Edison, advises 
all young men to start their business career by house-to- 
house soliciting. 

Meeting rebuffs and sharpening his wits against the 
arguments of hundreds of persons will produce moral 
fiber that will stand him in good stead throughout life, Mr 
Maxwell says. 

The point is this: 

The trying disagreeable things that confront us every 
day are the sandpaper and emery wheels of life. 

They wear the roughness off our inexperience, sharpen 
our mental powers, fit us to cope with harder problems, 
and enable us to handle bigger responsibilities. 

To remember this will help us to see our jobs in the right 
light. 

We are all inclined to feel, at times, that our job is the 
most exasperating in the world. It has more difficult 
angles, more unpleasant features than any we know of. 
We sigh for a softer berth. 

But if, instead of seeking to avoid difficulties, we met 
them boldly, we could soon find ourselves growing in a 
way that would greatly increase our earning power. 

* * * 


T TF RE has been a lot of discussion of the question as 
to how much work a man can do. 

This implies that the human body contains a certain 
amount of energy—that a man has so much work “‘in him,” 
and that increased effort means increased fatigue. 

But this idea is now being questioned, and psychologists 





tell us that under proper incentive men can double or treble 
their output without advancing the line of fatigue. 

“The more the mind does,’ said William James, ‘‘the 
more it can do.”’ 

Dr. Boris Siddis, the eminent specialist in nervous and 
mental diseases, observed that he had not met a single 
case of nervous or mental trouble caused by too much 
thinking or overstudy. 

What produces nervousness is worry, emotional excite- 
ment, and lack of interest in work, he said. 

This seems to be proved by the experience of all time. 

The great, dynamic men of history were mostly long- 
lived and healthy throughout life. 

trail women, suddenly called upon to assume sole re- 
sponsibility for the rearing of a family, have been known 
to assume tremendous burdens and actually grow strong 
under them. 

A women who used to do the writer's family washing 
several years ago told how she had undertaken to support 
herself and her three children upon the desertion of her 
husband. 

This woman said she was so delicate that at first she had 
to leave her work many times during the day and lie down 
until she had recovered sufficient strength to go back to 
the tub. 

But eventually she became strong, and succeded in rais- 
ing her children by her earnings. 


James J. Jeffries, former heavy-weight champion pugil- 
ist of the world, told in his autobiography of an instance 
where this latent store of energy came to his aid in enabling 
him to save a man’s life. 

Jeffries was a structural ironworker before entering 
the ring, and one day a great girder slipped and rolled 
over, crushing the workman who was helping him. 

Jeffries said that although he would never have attempt- 
ed to move the heavy weight under ordinary circumstances, 
and probably could not have budged it, he seemed to be 
suddenly possessed with superhuman strength when con- 
fronted by the emergency, and, throwing every ounce of 
power into play, lifted the girder from his friend’s body. 


Most of us can do what we want to do or have to do. 

Floods, earthquakes, cyclones, panics and other great 
disasters which force us into new situations and respon- 
sibilities prove that the human body is capable of gen- 
erating energy in much larger quantities than are ordi- 
narily used. All that we need is the stimulation of new 


conditions or new necessities, and we are transformed. 


But some of us don’t care to wait for an earthquake to 
give us this new fund of energy. We want to accomplish 
all that we can right now. 

To those who feel this way we pass along what Profes- 
sor Thorndyke calls ‘““My rules for being able to work all 
the time:” 

Sleep all that is possible. 

Get rid of all physical ills. 

When one interest lags, find a new one. 

Always keep on hand a supply of motives or desires. 
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Never learn by a roundabout method what can be 
learned directly. 
Never allow the mind to dwell on a subject that may 
not be useful. 
Waste no effort. 
unnecessarily. 
Think about what should be done and then do it without 
talking about it. 
In a word, the whole doctrine is: Interest and motive 
for efficiency, and for protection—sleep. 
* * * 
HAT is a full day’s work? 

We hear a lot of talk of the eight-hour day, 
but the clock does not measure a full day’s work. 
Some do more work in seven hours than others do in ten. 

We hear more talk of the minimum wage, but the pay 
envelope does not measure a full day’s work. Some do 
little work and get large pay; others do much work and 
in the latter 


Never worry. Never become excited 


get little pay—and all of us think we are 
class. 

The only judge of whether we are doing a full day’s 
work is ourselves, and we can’t judge fairly unless we 
are honest. 

We may be satisfying our boss, our family, and evea 
ourselves, but unless we are exerting ourselves to the full 
extent of our ability we are not doing a full day’s work, 
and we are not expressing our real function. 

This article is not an argument for shorter or longer 
hours, or for more or less pay. 

Its purpose is to help the individual man and woman 
to get the most out of themselves. 

I take a lot of interest in reading the stories of suc- 
cessful men. As a writer and editor I must have read 
at least 2000 interviews with men who have gathered 
fame, fortune, or both, during their lives. 

In studying the methods and habits of these men I 
impressed by the great similarity 
of their expressions. As a newspaperman I thought 
there was a lot in the advice to practice thrift, to be hon- 
est, to avoid intemperance, to be courteous, and to do a 
full day’s work. 

I saw men who were not thrifty holding down high- 
salaried jobs. 

I saw men, who were not honest, raking in silver doi- 
lars. 

I saw men, who. were not temperate, filling positions 
of trust. 

I even observed acts of discourtesy committed by men 
who seemed to be successful. 

The point I overlooked in these early observations and 
which I have since had forced upon me is that these 
men succeeded in spite of their faults and not because of 
them. 

But 

I cannot ever recall coming in contact with, or read- 
ing of, a man who was both a success and a loafer. 

A full day’s work always seems to be the foundation 
rock of success. 

Temporary success can be achieved in spite of a lack 
of other fundamental qualities, but no advance can be 
measured without hard work. 

This seems to be the unanswerable argument for doing 
each day the best that is in us—working with the ears, 
hands and head. 


have always been 





eves, 





A full day’s work is the master key to advancement, 
and it will unlock doors that skyrocket brilliance will 
not budge. 

* * * 
NE day last spring I was eating luncheon in a res- 
taurant when my host pointed to a sixty-year-old 
postman who was walking by. 

“That man has the largest head in New York City,” 
said my friend. ‘He wears a hat of size 18.’ 

There was no question that the head was of extraor- 
dinary proportions.. The forehead bulged far out over 
the eyes, and the bump in the rear resembled an overhang- 
ing mountain. 

The owner of the enormous head does not deliver mail ; 
he collects mail. The latter job requires less brain activity 
than the former. 

Would not this man be better off with larger feet and 
a smaller head? He is using his feet from eight to ten 
hours a day, and using his head hardly at all. 

The fact is that few of us need larger heads. The aver- 
age brain, it is said, contains nine billion brain cells. An 
average man’s brain weighs 50 ounces, this being 2.16 
per cent of the weight of the body. A woman’s brain 
averages 44 ounces or 2.24 per cent of the body weight. 

The ratio of the weight of the brain to the body in 
human beings surpasses that of all other animals. The 
Creator has been very generous with us humans, a fact 
which should disturb us when we reflect that some delivery 
horses seem to have as much intelligence as their drivers. 

Instead of large brains we need to make a greater effort 
to use the equipment with which we are already endowed 
by nature. 

Geniuses are often men with smaller than normal brains. 
The distinguishing feature is not the size, but the arrange- 
ment of the brain cells. A well used brain contains very 
deep and crooked furrows and hundreds of creases appear 
which are not found at all in the brains or ordinary men. 

These furrows and creases indicate that the brain has 
been used, that thoughts have beaten paths through it and 
tilled it, much as a farmer tills virgin soil. 

Society is now organizing itself so that the man who 
does not use his head can find no employment. In the 
competition of life, don’t worry if your head is small and 
don’t boast if it is large. Large or small, the chances are 
you have far more brain capacity than you will ever use. 

* * # 
A clean profit is one that also makes a profit for the other 
fellow. : : : : : : : : 


Economy is simply a ny of the aac of income and 
expenditure. : : : : : 


A good talker usually talks too much. 
About the time you see something interesting out of a car 
window, the train runs past two miles of box cars on a 


siding. 


Anyone who tells us what is wang and oo“ us to make 
it right, is a friend. : . ° 


Confidence is an asset, but overconfidence is a liability. 


Co-operation is the natural law of progress. 
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MEN YOU SHOULD KNOW 


General Secretary, Electrica] 


Franklin Overbag * Supply Jobbers Association 


P | YHERE is probably no better known character con- 


nected with the jobbing branch of the electrical in- 

dustry than “The General.” He is an omnipresent 
figure at all jobbers’ conven- 
tions and prominent in every- 
thing pertaining to the electrical 
jobber. A man respected for 
his conservative, sound and au- 
thentic judgment and advice on 
all problems pertinent to the 
conduct of an electrical jobbing 
house, he has come, long since, 
to be a character of national 
importance and renown. 

Through the storm of years 
in which some forces have been 
trying to annihilate the jobber, 
the General has cleaved to his 
task of helping the jobber to a 
higher plane of efficiency. 
Now, however, as the cause of 
the electrical jobber gains 
greater momentum, it is well to 
pause and reflect upon the ef- 
forts of one who has been so 
instrumental in placing him on 
his ever-rising level of eco- 
nomic value. 

Though Franklin Overbagh FRAN KLIN 
has been a soldier, the title and 
nickname, ‘General,’ was. not acquired in the army, but 
from the office he holds as general secretary of the Elec- 
trical Supply Jobbers Association. For the past 23 years 
Mr. Overbagh has been “The General’’—ever since the 
first electrical supply jobbers’ association was formed 
back in 1897 when he, W. W. Low, W. N. Mathews, 
Samuel W. Glover, Arthur Dee and Joseph Franklin met 
in Chicago to band the jobbers of the country together 
for the betterment of their cause. 

But before we step on our own heels let’s go back and 
find where the General came from and how he became 
interested in the electrical jobbing business. Franklin 
Overbagh was born in the little village of Saugerties, 
N. Y., about 40 miles south of Albany. 


It is with no small amount of pride that Mr. Overbagh 
points to his Dutch*ancestry. He is a descendant in the 
sixth generation of a Hollander by the name of Johan 
Pieter Overbagh, who in 1710 migrated from his much 
irrigated country to New York, settling with some others 
of his countrymen in Green county. Although the May- 
flower sailed from Holland, no Dutch were taken on board, 
consequently John Pieter was the original American 
Overbagh. 


After attending the little red school house at Saugerties 
for a period of years, the General went to New York 








where as a boy he obtained his first job as messenger to 
the harbor master, in which position he received his first 
salary of three dollars per week. His duties in this con- 
nection were to serve papers on 
the ships in the harbor which 
told them to move five feet fore 
or aft or to get out into the 
stream. 

After ordering the ship cap- 
tains around for a few months, 
he took another job as mes- 
senger in the custom house 
broker’s office at $3.50 per 
week. (He must have joined 
the messenger’s union to get 
such an increase.) Here his 
principal duty was to stand in 
line at the custom house offi- 
cial’s desk waiting for his turn 
to put papers up for signature. 

“This job wasn’t very excit- 
ing,’ Mr. Overbagh says, ‘so 
I found a place in a law office 
at four dollars a week where 
my big job was to fold circu- 
lars and mail them to people 
whom the lawyer desired as 
clients. 

OVERBAGH “My next step was getting a 

job as paymaster and produc- 
tion clerk in a chemical factory at $25 per month, which 
I held down for three or four years.” 

While working in the chemical factory Mr. Overbagh 
had diligently studied chemistry and electricity at night 
school, so at this juncture he started in with the Gold & 
Stock Telegraph Co., acting as an installer of telephone 
exchanges. 

Some time afterward the wanderlust bit the General 
and he took a job as salesman for the United States 
Electric Light Co., in which position he traveled through- 
out New York and New England selling lighting plants 
to mills and factories. Since electricity for lighting at 
that time was almost unknown, farm light plant salesmen 
of today can feel as though their job is a snap compared 
to what Mr. Overbagh was up against then. 

From that time on Mr. Overbagh did a considerable 
amount of traveling. Buffalo and Pittsburgh in those 
days were to an easterner in parts unknown, and, it is 
said, Mrs. Overbagh used to tell the children that their 
daddy was going out to the “end of the world’ when he 
made a “western trip.” 

Some time later Mr. Overbagh went with the old Edison 
General Electric Co., where he was engaged in office work. 
Later he was transferred to the Chicago office of the 
(Continued on page 74) 
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How Long Can You Remember? 


Here Is a Simple Plan for Developing a Good Memory That Can 
Be Readily Learned and Put Into Practice Immediately 


By THOMAS FULLWOOD 


XPLAINING even the rudiments of a system of 
E memorizing so briefly is difficult. Nevertheless it is 

possible. Here's the “how-to” of the thing in a 
few words. 

The method whereby children take fast mental hold 
of things without directly trying to do so embodies the 
art of memorizing in its best and simplest form. Best 
of all, to resort again to that method is literally to make 
child’s play of an otherwise difficult matter. The knack 
of the thing is in employing one’s imagination to visualize 
the thing to be remembered in a distinctve manner. 

To the child, with its fresh outlook and eager brain, the 
most commonplace things even are novel and striking. 
That, in a nutshell, is the secret. For even among adults 
there is no conscious effort required to make permanent 
mental records of the things that are unusual or that 
shock us into being wholly attentive. 

Unfortunately for us, though, much of what we are 
called upon to remember possesses no more of novelty 
than a telephone number, or some talk of business. Just 
the same, prosaic things such as those can be visualized 
in a manner to make a never to be forgotten and easily 
Once that knack of 


visualizing is grasped, the balance is easy. 


recalled impression upon the mind. 


Suppose you were to come suddenly face to face with 
a gigantic infant—seven or more feet tall. One look, and 
that sight would be impressed upon your mind for all 
time, wouldn't it? No effort to remember would be neces- 
sary. It would be impossible ever to forget that huge 
infant. But if all babies were seven or more feet tall 
that particular infant would not be likely to make much 
impression upon your mind, being then in no way un- 
usual, 

Suppose again that you met a man carrying his severed 
head upon his outstretched palm. Imagine further that 
from the lips of that head these words were dropped: 
“Grasshoppers stewed in spring water for seven and six- 
tenths minutes and served cold with axle grease are de- 
licious.” Even in the days antedating Volstead you could 
not have contrived to forget that sight or erase those 
words from your memory. 

On the other hand, suppose some man you know comes 
along carrying his head where it naturally belongs and 
gives you a brief message to deliver to a third party. 
That’s a commonplace. So you straightway haul out the 
little old notebook; the happening is so ordinary that it 


lacks power to impress itself upon your mind. 


By using your imagination, however, you can pictur 
that same commonplace incident in a way making it jus‘ 
as vivid and impossible to forget as the sight of the ma: 
You can do that easily. 

Then, washtubs wer 


carrying his head on his hand. 

just as you used to do as a kid. 
ships, the man who brought the milk a robber bold, good 
old “Shep” a raging tiger, and the peaceful little man 
who mended your shoes a wicked giant. Well, that knack 
of imagining is still yours; you have only to make use o! 
it again in order to remember easily anything that you 
take the trouble to visualize in some unusual fashion. 

Let us presume that you meet a man named Fisher. 
That’s a common name and not likely to make a specia! 
impression upon your mind. But suppose that as you 
are being introduced you visualize him as he might appear 
if engaged in catching fish. Do that so that you see the 
picture vividly and the law of association will take care 
of the rest. For when you meet that man again that pic 
ture will flash up in your mind and you'll say, “How do 
you do, Mr. Fisher.” 

Suppose again that you wish to remember the page 
where you leave off reading a book. In imagination trace 
the figures on the outside of the book in some striking] 
grotesque fashion. Do it so that the thing is vivid befor: 
your mind’s eye, and the next time you pick up that book 
the figures will appear to your mind again. 

Suppose further that you wish to remember when you 
get home tonight to put certain papers in your pocket 
and bring them away with you in the morning. 
ahead then and fix upon some action that you'll certain] 
perform when you arrive home. Say that you settle upon 
the business of taking your place at the table for the 
evening meal. 


Look 


Then make use of your imagination to 
visualize those papers being served up to you on your 
plate. Make the picture vivid and clear, and you can 
depend on it that when you draw up to the table, thos: 
papers will contrive to get themselves recalled to your 
mind, 

In every instance of memorizing by this method it is 
unnecessary to devote further thought or attention to tl: 
matter once the mental image has been made. Make tli 
picture, being sure only that you see it clearly. The 
forget it. Simply be confident that at the proper tim 
the thing will come into your mind again. 

A few tests of this method will suffice to demonstrat: 


its value. Try it. 





ACK to the doorbells! Business does not crowd the reception room this year, nor mas: 
before the railings in front. And the reduced home-guard sales force of last vear. adept at di- 
plomacy, profuse in apology, expert in entertainment, is not the one to hit the road this vear anc 


keep up an aggressive attack for orders. 
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Cutter Construction 
Safe guards The Public- 


For the protection of the public, operating at- 
tendants and the equipment itself, the follow- 
ing important safety features are embodied 
in the design of Cutter ornamental posts and 
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“CONCRETE FOUNDATION ** 















Sectional View of Arcadian Post 
Showing Pothead in Base 





Grant Park, Chicago. 


Cutter Single Lantern Standards 


tops. 


A heavy porcelain disc at the top (see figure 
No. 1) provides a mechanical support for the 
socket, auto-transformer and wiring. It also 
provides ample insulation for high voltage 
series circuits. This insulation is in addition to 


that 


the socket and auto-transformer. 


A “Safety First’? disconnecting pothead (see fig- 


ure 


individual posts without disturbing the rest of ELECTRIC 
the circuit. 


Cutter d'sconnecting potheads automatically cut 
off from the circuit any post broken by acci- 
dent, thereby safeguarding the public against 
dangerous contact with the broken parts. 


The chief consideration in the design of Cutter 
equipment is maximum operating efficiency 
comb ned with the most pleasing and art’st c 


effects. 


Westinghouse Electric & Mfg. Co. 


Nestinoh 


Cutter Ornamental 


























regularly provided in the construction of 







No. 2) enables the attendant to disconnect 
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Geurge Cutter Works 


South Bend, Indiana 
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Adventures of Hardluck Sam 


Our Hero Stars in “Paradise Lost” 


horse, of an 


EAR Phil:— 
D Well, old I've often dreamed 

Electrical Heaven, but I'll never get so close to 
it as I was one day last week. All by accident, too. 
[ was in Utopia, clean disgusted, no sign of a real order 
in weeks. You know business was bad, Phil, when I 
seen the Ford dealer sitting in his doorway crying. I 
was ready to quit when I seen a fly crawling on the hotel 
map, just leaving Springfield, headed due east. I had 
a hunch, and when he stopped after a three-inch trip, I 
hustled over to see what town he lit on. Colgate, popula- 
tion 3000. I left a call for four A. M. so I could be there 
early. 

Colgate must of been named after the coal there, from 
what I saw when I landed, it couldn’t of been soap. It 
looked promising at that, till I found the contractor's 
place, T. Allbright & Sons. Lo and behold, somebody 
had beat me to it after all, for here comes Ridpath, of 
the Central, out of the door. He was as tickled to see 
me as if I was a hand grenade with the pin pulled, but 
when I told him it was my first time there, he brightened 
“I’m pulling out,” he says, “she’s deader 
than John Barleycorn. That’s old man Allbright sitting 
in the office. You might be able to make him, I can’t. 
Good luck.” 
off. 

Allbright was a great big, good-natured fellow, but 
peculiar, Grabbed my hand when I told him what I 
wanted, dusted off the chair, then asked me if I had a 
dollar till the bank opened. come clean, 
then he said he’d go over and buy some tobacco. He 
was back in five minutes, no tobacco that I could see, but 


considerable. 


He got in a car with two birds and drove 


I went in. 


Of course | 


a beautiful breath. I was puzzling over the big idea, 
when he asked me if my house could handle a big order 
for lighting and appliances. Oh, boy! I'll say we could! 

He says he had just landed the contract to change all 
the lighting in the Colgate Sanitarium, as well as hvating 
Some old gink had made ’em a large 
gift and they wanted everything from soup to nuts. He 


goods, washers, ete. 


says he wasn’t much on lighting and he would leave it to 
Would I care to go up and look it over? Say, I just 
Then he says we could get 
a shot at the druggist’s. I sure needed one by this time, 
and as for him, he opened up like a parachute telling me 
what we would put in that 1i’l ol’ Shanitarium. 

I hired a jitney so the old boy would be comfortable, 


me, 
dragged him out of there. 


Everyone knew the old 
man, and he walked in like he owned the joint. We 
started on the porches and went through, including the 
outbuildings, and the list I made up had me dizzy. I 
nearly spoiled it once, when I asked him if we should 
show our dope to the head doctor. Gee! he swelled up 
like a poisoned pup and says it was all up to him, ex- 
pense no object, all they wanted was the best. 

Finally, when there wasn’t a rat-hole without a light 
over it, or a room without a heater, he says come on 
back to the office and write up the order. The jitney 


and we drove out to the place. 





was waiting at six-bits an hour. When we hit town it 
was time for lunch. The old boy put away a feed that 
would of sent me to a doctor. Then we had another 
shot. I filled his trap and his pockets with good cigars. 
and bought a pint for his hip on top of it. I was about 
fifteen berries toward the bad lands, but when I thought 
of that order I wished I could take him to the Follies, 
or a cock-fight, or something worth while. He was loose 
as ashes after that last shot and says he would give m« 
a stock order besides. 

Well, we sat down in his office, and I began to writ 
up the order. After an hour the desk looked like a car- 
penter’s bench from me sharpening my pencil. I could 
sympathize with Wilson writing the League of Nations 
Covenant in eleven days. Every time my wrist would 
give out we'd go over and get another shot, as he never 
offered to crack the pint I bought him, We passed the 
bank each time, but he never said a word about my dollar, 
but what cared I? When the Sanitarium stuff was writ- 
ten up, he ranged up and down the shelves, buying goods 
like a horse owner and never asking the price. 

At last the thunder of artillery died away, and the 
great barrage was over. When I came up through the 
smoke and gas for air, there she lay, my greatest victory, 
nine pages, good for a furlough home and a couple of 
citations. Between the hootch and my change of luck, 
I could of bought the Kaiser a drink. At peace with all 
the world, even the umpires, I handed the pen to old All 
bright with a prayer on my lips. I was afraid he would 
have apoplexy or something before he got his John Henry 
on the smear. 

All of a sudden, like an answer to my thoughts, hc 
got a look on his face that brought gooseflesh all over me. 


Then he rose out of his chair, black in the face. ‘Get 
out of here!” he screams over my head. I spun around 
and saw three men coming in the front door. One of 


‘em was Ridpath, the other two was carrying blue-prints. 
“Now, Dad,” says one of them, “calm yourself, remember 
Calm yourself.” The old man backed away 
to the wall, whimpering. What’s this?” asks the young 
fellow, picking up my order. I told him, very dignified. 
how Ridpath had pointed out the old man to me, and 
how he had given me the order for the Santarium. 


your heart. 


At this, both young fellows let out a groan. ‘‘Sani- 
tarium hell!’ says the other one, “the old man is our 
father, who used to own the business. We had to keep 
h‘m up there for a while, and he thinks he owns it. Lit- 
tle off, you know. The big job is over at the mattress 
factory. That’s where we've been all day.” 

Phil, I just picked up my junk without a word, but 
the look on my face must of scared em. “Where you go- 
ing, Sam?” says Ridpath. ‘Where am I going?” I 
answers, with a maniac laugh. “Why, I’m going up to 
that bughouse and apply for a padded cell!” 

Get it, Phil? ALLBRIGHT'! Har! Har! Har! 

Yours non compos mentis, 
Sam 
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Sensational and Radical Departure trom the 


Old Christmas Tree Outfit 


The FRANCO Year-round 
LIGHTING OUTFEFIT 


—“It can be extended like the Links of a Chain.” 








On One Socket, 80 Lamps Can Burn 


A string 130 feet long in units of eight. Each unit 
has a plug at one end and a socket at the other. 
String one unit after another—as many or few as 
desired. 


No Longer Necessary to Carry in Stock 16's, 24's, and 32’s 


You carry only 8's. Dealer buys only 8’s. User 


buys only 8’s and builds up from them. 
No More Junction Boxes, Screws, Nuts, Etc. 


Nothing to get out of order. No electrical know!l- 
edge required on the part of the user. 


All the‘ Year ’Round 


Because of the simplicity of the unit idea and the 
great lengths to which units may be built up, can be 
used for carnivals, street fairs, festivals, church func- 
tions, banquets, garden parties and a hundred other 
purposes. 


Sells 


Approved by the General Electric Co. Engineering Dept. 
A Limited Quantity for This Year’s Trade. 


Wire for samples now. We also carry in stock a 
complete line of European fancy lamps as of olden 


days. 
oe —— oe 
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OW I LANDED T 








Little stories of 
unustal sales ~as 
told by salesmen. 


Times Don’t Count 
N OT long ago when the big slump 


hit this country, the manufac- 
turer of the vacuum cleaner that my 
company distributes was running a 
campaign to dig up new dealers. I 
had a few prospects that were hard 
nuts to crack so I was fortunate to 
have the assistance of a factory ex- 
pert.with me on this trip. 

We finally landed in a town where 
everyone had a face that looked a mile 
long and as sour as a lemon. The 
clerk in the hotel looked at us with 
pity, so I asked him what his troubles 
were. Well, he was the champion 
hard luck merchant of the world. The 
hotel was absolutely empty of sales- 
men, he explained, due to the fact 
that the only means of existence to this 
town, the one and only mill, had shut 
down tight due to the business depres- 
sion; and the merchants in the town 
would not buy gold dollars at five cents 
A beautiful outlook that was to 
us after we had made a special trip 


each. 


to this town, which was much out of 
our way, and as the prospect in view 
was no soft article, but a very close 
to look 
Well, as long as we came there with 


buyer, things began blue. 





Txuincs Lookep GLoomy 


one object in view we started out to 
see it through. 

Sure enough, when we hit this man’s 
store, things looked dismal—and him 
too. He came out with his long story, 
the number of years it would take be- 
fore things would come back to nor- 
mal, ete., and finally slammed _ his 





fist on the desk and said; “Anyway, 
I’m in no humor to buy.” 

I replied, “Neither am I but I can 
get in one mighty quick.”” The nearest 
thing to me was a lamp shade, so I 
said, “How much is that?” He told me. 
“T’ll take one.” I turned to the fac- 


tory representative: “You buy one 








VERY salesman can 

profit by the experience of 
the other fellow. Fighting 
salesmen have contributed 
these two pages of sugges- 
tions from the firing line. 
We pay five dollars for every 
letter giving an account of a 
sale made under difficulties 
sales are not 
made under difficulties? 
Help the good work along by 
sending in accounts of your 


—and_ what 


sales. 








He did although he didn’t know 
what he was doing it for or what the 


tco,” 


idea was. Turning to this buyer I 
then said, “Do you see how easy it 
is to get in a buying humor?” 


Well he either saw the idea or the 


joke, at any rate I didn’t stop to find 


out but he asked me what I wanted 
and I told him I wanted to show him 
the best vacuum cleaner in the world. 
After demonstrating it to him, he ad- 
mitted I was right. As a consequence 
I made him a new dealer and he has 
been a good one ever since. 

I never tried the above stunt before 
er since, would not recommend it, and 
I don’t know why I did it on the oc- 
casion, but it seems that the right idea 
hit me, at the right time with the right 
man at the other end. 

Charles H. Frvburg. 
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Used Ad Literature 


HERE is a city of some 75,000 

people, a little out of our terri- 
tory, rather out of the beaten path, 
where I had a prospect for a large 
lamp contract. 

For 10 days before leaving the 
house to solicit this business in per- 
son, I forwarded each day a piece of 
advertising material with a letter of 
explanation as to how it was used to 
advantage in merchandising Mazda 
lamps. First, a window display; then 
a lamp vendor, a cabinet, a sample 
calendar, sample blotters, playing 
cards—in fact, every conceivable ad- 
vertising and merchandising feature 
that we*had to offer was forwarded 
and explained before making the trip 
for the contract. 

I thought that things were going 
mighty easily when I walked into this 
dealer's place of business. All three 
of the of the 
glad hand for me—just as though 


members firm had a 
they had known me always. I found, 
however, within 10 minutes that these 
fellows looked on me as a great be- 
liever in advertising schemes, a “hot- 
air artist,” and not much of a produc- 


~~, oe 
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PURCHASING Ss 
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Kept THE Mart Maw Busy 


The 
said: “Well, George, all this adver- 
tising material and talk of yours that 


er of new _ business. manager 


you can increase our lamp sales if 
we give you our contract is good 
enough in its place—I will give you 
this contract ($5000 Agency Appoint- 
ment), if vou will go out in our city 
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‘GOOD 
WORKMAN 





commands high wages. Why waste. 
his time and your money with inferior 
splicing materials. 


Give him Okonite and Manson Tapes 
and Okonite Cement to use and note 
the absence of joint failures. 


The use of these three insures joints which will be as strong 


electrically and as long lived as the insulated wire itself. 


Write for full particulars. 


THE OKONITE COMPANY 


orporated 1884 
PASSAIC, NEW JERSEY 


CENTRAL ELECTRIC CO., Chicago, Ill, General Western Agents 





PettTinceLLt-Anprews Co., Boston, Mass. 
Nove ty Etecrtric Co., Philadelphia, Pa. 
F. D. Lawrence Co. Cincinnati, O. 










































THE soBBER’S [A] SALES™M 


AN 








“oR” 
contracts which you claim are so easy 
to sign up.” 

I grabbed him by the hand and 
thanked him for the business then 
During that, and the next 


and secure for me two form 


and there. 
day, together with his city salesman, 
I called on 27 commercial and indus- 
trial concerns, but secured only one 
$150 contract for him. 
indexed each concern that we called 
the 
name of concern, who had authority 


However, we 


on, placing on reference card 
to sign lamp contracts, date of expir- 


ation of their present agreement, 
amount, and brand of lamp they were 
then using. Since then, only 30 days, 
this agent has secured four more con- 
tracts from these prospects, making 
five in all. I brought the agency ap- 
pointment back under my arm. 


G. D. Adair. 


Sold Mrs. Buyer 


NE fine day I found myself step- 
ping from the train into a small 
town, full of good spirits (net in li- 
qu d form) and ready to start a day of 
I entered a 
contractor-dealer's store, and Mr. 
Dealer (let us call him Mr. G.) 
greeted me very amiably. 
He was a jolly good fellow, very 


purely missionary work. 


encouraging, and loaned an attentive 
ear; but, after I had nearly explained 
my entire line, a pleasing type of lady 
equally as jolly 
and before I could 


entered the store 
Jooking as Mr. G. 
speak he was introducing her to me as 
his wife, ALIAS the buyer. Good- 
night! The whole thing had to be 
gone over again from a female stand- 
point. 

While we were talking business, an 
idea struck me, entirely different from 


SETI. 


TT 


We Will Pay $5.00 For Every Letter Published 





anything before. It was a proposition 
to make Mrs. G., not a business one 
from her understanding—no indeed— 
purely social, but surely enough a 
business one from my standpoint. Be- 
fore I made my exit, I said, “Mrs. G. 
I would be anxious to make a little 
bet with you, one on which you can 
lose nothing.” (That must have 
sounded interesting, don’t you think 
so?) I resumed, “If, when I return to 
vour store, you can tell me what com- 
pany I represent within one minute, 
I will make you and your kind mem- 





Gave Her One MINUTE 


ory a present of some good chocolates.” 
To myself I considered it well worth 
while if I could keep my company be- 
fore Mr. and Mrs. G., through such 
an arrangement, as I felt quite sure, 
if it worked, I would be remembered 
from the second call on. 


Four months later, I was in the same 
town anxious to call on this particular 
electric company to see how my little 
scheme would work out. I came into 
the store. (and first allow me to admit, 
it was not an easy matter for me to 
remember Mrs. G. but I did, even 
tho she was in the store talking with 
a few other ladies.) ‘‘How do you do, 
Mrs. G?”’ I said, pulling out my watch. 
Soon she smiled. Well, AFTER I 
BOUGHT THE CANDY.................- 





SHIEH 


Tell Us How You Landed The Order 


Write a letter telling how vou secured an order in the face of difficulties; or how 
you overcame some obstacle that other salesmen may be confronted with. An in- 
cident that may seem simple to you may help the other fellow land. 

If you want the suggestions of your fellow salesmen you must do your part by 
giving them the benefit of your experiences. 


And— 





Kind reader, the G’s. are good 
friends of mine now. I did not only 
secure THE order, but subsequent 
business as well. 

Calder C. Downie. 


* * 


Gave ’em a Lift 


T happened one morning when | 

was coming in from the country in 
my Ford car, after estimating a house 
wiring job. 

Upon approaching the car line at 
the edge of the city I saw a lady wait- 
ing for a street car. ‘Want a ride 
to the city, lady?” I inquired. 

“Sure,” she replied. ‘“‘Can my friend 
ride, too?” Whereupon a second lady 
came from behind a clump of bushes 
with a large basket of dandelions un- 
der her arm. 

One sat upon the other’s lap with 
the large basket of dandelions hanging 
out over the side of the car, with an 
“Oh, am I interfering with your 
brakes?” Upon assuring her that she 
was not, we were off. 

Now to make their ride pay me in 
the form of advertising, I remarked: 
“It is lucky that I had a call to esti- 
mate a housewiring job out this way 
or you two ladies would still be stand- 
ing out there waiting for a car.” To 
this one lady said, “Oh, do you do 
housewiring?” Upon answering her 
in the affirmative, telling her that we 
repair and sell all kinds of electrical 
appliances, she said, “You can figure 
on my house right now.” 

It was not until after she had accep- 
ted my proposition to the sum of 
$150.50, and the job was completed 
that I learned that one of my com- 
netitors had bid $117.50 for the same 


job. Geo. S. Westenhuber. 
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™Quality Hand Iron 
oe 


NEW clean cut product at a price that 
satisfies all — just what is needed to 
‘stimulate your electric iron sales. 


With discriminating buyers it identifies 
itself — at sight — as the very highest qual- 
ity ever offered. 


A folder containing complete information 
for salesmen is ready. If you would like a 
copy drop us a card. 





CHICAGO FLEXIBLE SHAFT COMPANY 


Thirty Years Making Quality Products 
5618 Roosevelt Road, - . Chicage, Ill. 
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Cancellitis 

DROPPED in to see Haley at the 

city office. It was a hot day right 
in the middle of the Cancellitis epi- 
demic. 

“In speaking of cancellations,’ | 
began. 

“In speaking on that subject, it’s 
better to say nothing,” he cautioned in 
“But I will say that 
fever is about over. 


a tone of disgust. 
I think that the 
Everybody has cancelled about every- 
thing in sight, and are fast approach- 
ing the point where they will have to 
begin cancelling cancellations for 
something to do. 

“Take us, for instance, for the last 
three months our orders will total 
about half the value of our cancella- 
Buyers went loco in anticipa- 
But in 


spite of their stampede we are begin- 


tions. 
tion of a declining market. 


ning to recover. 

“Wonder if they ever stop to think 
what all this means? They cancel on 
us, we cancel our orders on raw mate- 
rials, we cancel on the jobs out in the 
Wouldn't that leave us in a 
It would merely mean 


Hello Russia!’ ” 


shops. 
fine stew? 
‘Good night U. S. A. 
Just then the phone rang. Haley 
excused himself. “That so, thanks, 
I'll fix them.” Then he called up the 
factory and told them to get the R. and 
G. order out pronto, that afternoon. 
Then he wired the- R. and G. folks 
that the stuff had gone out that p. m. 
Then he turned around to me, “Just 
gota tip there that a cancellation or- 
der was on the way from those people, 
according to our agreement with them 
they can’t cancel goods in transit, and 
they have just been notified that those 
goods are on the way. 
Sure it is. I learned 
the technique of the game from them 
And, 


ment, 


“Fair play? 


moreover, they 
the 
worth the 


need the equip- 
well 
Those people don’t 
realize exactly what they are doing. 
They taking a chance on ruining 
theusands of dollars worth of good ma- 


equipment is good, 


price. 
are 


chinery, on the expectation of saving a 
few paltrv dollars, a few weeks hence. 
Bah! They of the effi- 


remind me 


oon? 





ciency expert who uses up ten dollars 
worth of electricity in figuring out a 
method for saving two cents worth of 
gas. The game is fair. Sure! Why 
not? 

“I say I know those people and feel 
that I am doing them a good turn. I’m 
merely engaged in doctoring another 
bad case of Cancellitis, I expect to be 
able to report in the course of a few 
‘Back to Normalcy! 


po» 


days, 
* * * 
Now’s the Time 

OHNSON was trying to sell Heck- 
J ley on an advertising proposition. 
But business was bad and Heckley 
was leery. 

“When should a fellow advertise?’ 
asked Heckley. 

““Now’s the time to advertise,” 
plied Johnson, “right now. Business 
right now seems to be twisted up into 
a sort of a Gordian knot, and nothing 
will cut it more quickly than advertis- 


re 


ing. 

“But take when money’s plentiful; 
folk’s anxious to spend, and business 
just fine; why then I can comprehend 
the fellow, who, when I approach him 
with a gilt-edge advertising proposi- 
tion, says, ‘Oh Pshaw! things are run- 
ning just about right with me, so 
what’s the use!’ ; 

“But fellows are not all alike. Most 
of them advertise to sell more goods 
to get more money to buy more goods, 
to turn into more cash, 
get the idea. But there was Smithson, 
I'll tell you about him. Smithson ran 
a general store in a little backwoods 
community. Smithson had never ad- 
vertised. He really didn’t know much 
about either the purpose or methods 
of advertising. But Smithson cut his 
prices nevertheless and told his friends 
about it. Then along came the city 
man, not long after, to see Smithson 
on an advertising proposition. Smith- 
son was curt and profane in telling 
him where to go. Said that he had 
been nigh ruined once by advertising. 
That time he had cut his prices and 


to—guess you 


told his customers about it, people, 
he said, from miles around and 
had bought almost everything he had, 


came 

















cleaned him out, and he was through 
with advertising.” 

“Though I say there are not many 
like Smithson,” concluded Johnson. 

“But,” objected Heckley, ‘‘the time 
to lay out your money is when you re 
making it. When things begin to tigh- 
ten up a bit, and there’s a rocky road 
ahead, a fellow’s just got to curtail ex- 
penditures, is compelled to retrench. 
Can’t afford to add to the cost of doing 
‘business. A man can’t afford to spend 
money to get business where it isn’t. 

“Neither can he afford to neglect 
the opportunity to cultivate business 
when it needs careful nursing. I’ve 
seen some mighty poor soil yield pret- 
ty nice crops as a result of careful cul- 
tivation,’ replied Johnson. 

“But I think I ought to pass this 
thing up for awhile yet,” 
Heckley. 

“You can’t pass up advertising. 
We’re always advertising. Why man, 
if you were to cut out advertising you'd 
merely be serving notice that your 
business was going to the dogs, wasn't 
to stand the gaff. You can’t afford to 
do that,’ Johnson answered. 

“But I’m like—”’ 

“Sure you are,” interrupted John- 
son, “I’ll tell you what you're like. 
You wanta be like Ole Olsen. You 
want to persuade me to let you com- 
mit the bad business practice of ad- 
vertising that Business is Bad. But 
I’m your friend and won't let you get 
away with it. I won’t let you commit 
Ole’s error. Ole had a small business 
up in the Northwest. One night the 
stork made his third visit to Ole’s 
home. The next morning the follow- 
ing ad appeared in the local paper. 
‘Twins are come to me for the third 


countered 


time. This time a boy and a girl. | 
beseech my friends to support me 
stoutly.’ 


“There you are. That’s you all over 
again. The thing to do is to let the 
other fellow know that you are in a 
position to help him. Keep that idea 
before him constantly. Listen, Heck- 
lev, don’t commit Ole’s blunder. Don’t 
go out and advertise to the public that 


vou need help. If anything like that 











to 
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ALL RED SEALS 


The Red Seal Dry Cell 











For "Tgnitior 


Wale creer worn Rea 


High Ampere 





A Battery Suitable for Every Use 


and guaranteed to give absolute satisfaction for tractor, automobile, 
motor boat, and all other devices using internal combustion ignition; 
for operating telephone transmitters, railway and other signal devices, 
cautery and electro-medical apparatus, portable electric lanterns, etc. FOR IGNITION 


AMO ALL WORK RE OU RMN: 


HIGH AMPERAGE 


High amperage, rapid recuperation after long, continuous service, 
slow deterioration, long life, and the quality of “standing up” under 
severe usage are factors which make the Red Seal the most efficient, 
satisfactory and economical dry battery made. 


Batteries regularly supplied with flush top carbons. Can be furnished 
with spring binding post connectors, if desired, without extra charge. 
List No. 2445, Round Carton, Size “A” 214x614 in. 


List No. 2448, Square Carton, Size “A” 214x614 in. 





The Red Seal Sparker 


The Red Seal Sparker can be furnished in special size units adapted for any purpose. All types 
are made up of our regular standard 214x6% inch Size “A” Red Seal Cells 


The following are regular standard stock sizes. 





Red Seal Sparkers are recommended for use in all damp or moist installa- 
tions; for automobiles, motor boats, farm tractors or other types of internal 
combustion engines; testing for ignition trouble or for emergency, lighting on 
automobiles, motor boats, etc.; for telephone transmitters, fire alarm circuits, 
electric horns, open circuit signalling devices. Christmas tree lighting cautery 
and electro medical apparatus, electric toys, door bells, burglar alarm circuits, 
exploding blasting charges—in fact for every purpose where open circuit cells 
can be used. 


It is made of a specified number of Red 
odes Seal Dry Cells properly and permanently 
DRY BATTERY, connected together and are put into a mois- 
(S QUALIFIED ture-proof container. The cells are perfectly 
6 insulated from one another and hermetically 
sealed in the container, so that only the 
two terminal binding posts and the carry- 
ing strip protrude through the sealing com- 
pound. 


Arranged Volt- Size in Inches 
i WwW 





List No. Description in age H. 
Ai31 3 Cells in Series......... 1 row 44 7% 234 74 
Al4l1 4 Cells, in Series robes 4 ed 1 row 6 1034 2% 7% 
A142 4 Cells, in Series... ; 5 cissadeieiaissacastEDEed ae 6 5% 51% 71% 
Al51 5 Cate. ite eRe 2 a) 7% 13% 234 7% 
A152 a ee See 7% 7% 53% 7% 
Al6l 6 Cells, in Series......... ee ee ee 9 15% 2% 7% 
A162 he CE ES ee ee ne As 2 rows 9 7% 53% 7% 
A252 10 Cells, in Series, sets of 5 cells each, 

connected in multiple i s emcee 2 series 7% 13% 536 7% 


The Red Seal Utility Battery 





In many instances, one dry cell will not supply sufficient energy to do the work required, while two will 
suffice. To meet this condition the Red Seal Utility Battery was designed. It is made of two standard size 
‘*A”? Red Seal Cells properly and permanently connected in series, insulated one from the other and hermetical- 
ly sealed in a moisture proof container. Each Battery has a metal loop for suspending it from hook, nail or 
screw wherever convenient. 

The Red Seal Utility Battery is specially a ve for door bell and telephone transmitting circuits; for 
elevator and house call annunciators; for operating small electrical toys and wireless telegraph practice sets as 
well as burglar alarm circuits, buzzers, two cell electric lanterns medical induction coils, spark coils, three volt 
miniature incandescent lamps, thermostats, heat regulating circuits, testing purposes, etc. 

It should be unnecessary to state that the same care and attention given the manufacture of the Red Seal 
and Red Seal Sparker is bestowed in producing the Red Seal Utility Battery, and our well-known guarantee 


applies to it as well. 
“a GUARANTEE 
We agree to credit account, replace batteries, or refund amount paid 
for the batteries, including transportation charges, if they do not prove 


satisfactory. 
Manhattan Electrical Supply Co., /nc. 
NEW YORK CHICAGO ST. LOUIS SAN FRANCISCO 


Factories: JERSEY CITY, RAVENNA, OHIO 
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ever happens to you, for the love of 
Mike, keep it under your hat or all 
your old friends and customers will 
give you the Go-bye. 

‘Now is the time to advertise. Right 
now !” 

“Guess you are right at that,” as- 
sented Heckley as he signed up on the 
proposition. 

* * # 


Memory Training ~ 


7 ISH I had a better memory,” 
sighed Hendryx, as he jotted 
down a few notes in his memo book. 
“As it is my memory is just about as 
useful as a blank page.” 

“How about the of fel- 
lows?” he asked, turning to the crowd. 

“Same here,” they chimed. 


rest you 


“Guess salesmen are all about alike 
all have memories like a debutante. 
You have heard the story about the 
flashing debutante, who when the soft 
young of called, 
shouted in to her mother, ‘Ho, mama, 


son rich parents 
what’s the name of that memory course 
that did us all so much good last sum- 
mer?’—and then there was the keen 
voung jobber’s salesman who went 
into the Eureka Electric Shop, and in- 
troduced himself to the manager say- 
ing, ‘Mr. Eureka, I’m representing the 
Peoria Supply Co.!—and got no fur- 
ther. 

“Perhaps there’s no fellow on the 
face of God's green earth who gets 
deeper under the skin of his prospect, 
than the glib tongued drummer, who 
having succeeded in garnering an or- 
der, insults his customer by asking 
him whether he spells his name with 
an ‘e’ or an ‘i,’ and looks greatly sur- 
prised when the customer answers, 
‘No, my name is just plain Jones!’ 
But when that gay young mixer calls 
subsequently, he fails ever to find the 
Plain in—and 
served right. A customer never for- 
gets a bull like that. 

“Now all of this is apropos to a 


aforesaid Jones is 


statement made by a sales manager 
last week. He said salesmen, as a 
class, are cursed with short memories 

memories that they can’t depend 
upon at all. They see so much, they 
hear so much, that they must as a 
matter of course, forget just so much. 
So because of this the sales manager 
to hammer and hammer 
away on the same old stuff to make it 


is obliged 
stick. That’s why we get so many re- 
peats on the same bitter dose from the 
main office; that’s merely their method 
of treating a bad disease. And I, for 


cone, confess that it has me in the last 
stages,” Ilendryx lamented. 

“Yes, I’m like that salesman, who, 
when the conductor came around to 
take up tickets, searched in vain for 
‘€an't find it any place, can’t re- 
member where I put it, have looked 


his. 


everywhere, must have lost it!’ he re- 
plied, giving up. ‘Search again,’ -ad- 
vised the patient conductor, ‘surely 
you couldn't have lost it.’ 

“ “You 


salesman, ‘why I lost a base drum 


don't know me,’ cried the 


once. Most of us have very bad mem- 
ories, and these bad memories get us 
into a peck of trouble.” 

We all knew Hendryx pretty well, 
all except Harris whom Hendryx had 
iret only once or twice before out on 
the road. We were in the habit of 
following Hendryx closely when he 
spoke for every time he opened his 
But I sup- 
pose Harris wanted to have a little fun 
with Hendryx after his little disser- 
tation 


mouth, he said something. 


on Memory: for when he 


turned to Harris he remarked, “Now 


th’s is all straight goods Harris.” 








As a poet G. B. Small (right), salesman 
for the Electrie Appliance Co., Chicago, 
makes a good dispenser of electrical sup- 
plies. Just listen to the “brain eruption” 
he concocted and which he is reading to 
his brother salesman, Ralph Cronk: 

It was midnight on the ocean, 

Not a trolley car in sight, 

The sun and moon were shining brightly, 

And it rained all day that night. 
There is more but Ralph thinks this is 
enough. 











“Harris?” he asked in a surprised 
tone, flipping us a wink, “Why my 
name’s Hammond,” Harris lied glibly. 

Hendryx flushed redly, then he 
turned and flipped us a wink, too. 
Then swinging around to face Harris 
again he replied, “Ah, I beg your par- 
don—clearly a case of mistaken iden- 
tity,” he apologized, “but that’s all 
right at that, Mr. Hammond, you're 
lucky, for that guy Harris is a damned 
pill of a four-flusher anyway.” 

And speaking of memories, Harris 
will never forget the razzing we gave 


him then and there. 
* * * 


Took Him off His Feet 
OT far from Pittsburgh is a 
large manufacturing company 
which has in its employ a_highly- 
trained corps of industrial salesmen. 
One day the president of this concern 
into conference. 





called his salesmen 
The company had, as he explained, a 
large project under way. The presi- 
dent, who had begun his career as a 
salesman, told these men that they 
would need special training to make a 
success of this project, adding, “Now 
I want you men to sell me. Under- 
stand, of course, that I do not want to 
buy anything. I merely want you to 
show me how you approach the pros- 
pect, present your proposition, and re- 
veal the various steps in your selling 
process.” Several salesmen made the 
attempt, only to draw upon their heads 
the fiery wrath of the old man’s ire. 
Of Kantner it was said that 
could sell Comfy Glow Heaters in 
that place to which we assign those 
who refuse to give us orders. And 
Kantner was called up before the old 


he 


man, 

And before Kantner had used up 
three minutes of the ten allotted to 
him, he had the old fellow gasping for 
breath. Then he took the president on 
a descriptive excursion through his 
own plant, pointing to a score of 
places where they could cut down 
waste, increase production, and multi- 
ply profits by merely installing more 
of the very equipment that they were 
so seriously and industriously trying 
to sell someone else. “And now,” said 
Kantner to the pop-eyed president, 
“these are my recommendations,” and 
he handed over his specifications. “I 
want these verified at once, and then 
I want your order.” 

Kantner got it the very next day. 
And it sounded like something over 
twenty-five hundred simoleons. 





ay 2 1 , s —" . 
May, 1921 rHE JoBBER’s [ff] SALESMAN 











A NEW SALES OPENER 


EVERY CONTRACTOR -DEALER WANTS IT—EVERY JOBBER’S SALESMAN CAN SELL IT 
You Can First Sell 


McPhilben’s Adjustable Bracket 


*“*Every Contractor-Dealer 
wants it.” 







“Every Jobber’s Salesman 
can sell it.” 


THEN SELL 


Your regular line of 
wiring devices and 


. 


supplies—cable, out- 


i CHUEE EEC ORURORCEE ETE TL OGPREE CHE GRERORULLE ; 
$s let-boxes, sockets, etc. 
2 
_—- 


This new, novel and 
practical bracket is 
your “lead” every 
time. It gets your 
customer's interest and 
breaks the ice. 


“Every Contractor-Dealer Wants It” BECAUSE IT SAVES MONEY FOR HIM 


MATERIAL SAVED LABOR SAVED 
Hickeys, crowfeet, extension pieces, hack- Cutting and threading nipples and gas 
saw blades, canopy extensions. pipe, resetting outlet boxes. 


“Every Contractor-Deaier Wants It”—-BECAUSE— 


The support, shown inside the canopy, fits any standard outlet box, fixture stud 
34” gas pipe, or can be fastened to the wall by wood-screws, thus eliminating the 
use of hickeys or crowfeet. The support arm can be bent to center the bracket 
when the stud is out of line, making it unnecessary to reset crooked outlet boxes. 
The long-running thread saves the cutting of gas-pipe and the use of extension 
pieces, since it allows an adjustment range of nearly three inches within which 
the bracket can be installed without the use of tools or fittings of any kind. 


‘Every Jobber’s Salesman Can Sell It”—-BECAUSE— 


WE PLAY, THE JOBBER’S GAME ALL THE WAY. THE BRACKET WILL BE SOLD EX- 
CLUSIVELY THROUGH THE JOBBER; OUR SALESMEN WILL HELP TO INTRODUCE THE 
BRACKET AND TURN OVER ALL INQUIRIES AND ORDERS TO JOBBERS ON THE 
GROUND. WE WILL FURNISH IMPRINTED LITERATURE AND. ADVERTISE IN THE 
TRADE PAPERS AND DIRECT BY MAIL. 


Write Todayjfor Sample Bracket, Information and Jobber’s Proposition 


McPHILBEN LIGHTING FIXTURE CO. 


265 FULTON STREET, JAMAICA, NEW YORK 
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It would probably strike the aver- 
age man as remarkable to hear that 
this country is only five per cent elec- 
In other 
words, the 
United States, 
which sets an ex- 
ample to the world in the eagerness 
with which it seizes and applies every 
advance in electrical apparatus, uses 
electricity only to a twentieth degree 
of its ultimate possibilities. Such was 
the statement made at a gathering of 
electrical industrial experts in Boston 


trified. 


One-Twentieth 
Electrified 


last week. 

It is true that electricity lights some 
of our runs our street cars, 
elevators, telephones, wireless, some 
of our trains; in some families cooks 
the food we eat, drives the machinery 
industrial and 


serves in many other ways, even down 


homes, 


in countless plants 
to the detail of massaging our faces 
when we feel the need of the treat- 
ment. It does everything, 
from lifting tons of steel by electro- 


almost 


magnets to operating the domestic 
sewing machine or phonograph. 
Electricity seems to bear the same 
relation to modern man that the genii 
did to Aladdin 
magic lamp. But here we have ex- 
pert testimony that our willing slave 
is only one-twentieth tamed. Nineteen- 


when he rubbed the 


twentieths of his potential energy in 
this country is being frittered away, 
dissipated in whatever playful frolics 
the god of electricity indulges when he 
is off the job. 
Contrary to the general opinion 
which ranks electricity as a strictly 
modern science, it is in reality quite 
hoary with antiquity. Six hundred 
vears the birth of Christ a 
gentleman known to fame as Thales, 
of Miletus, found that amber, after 
be‘ng rubbed acquired the property of 
attracting light bodies, and Theo- 
phastus, who came along some 200 
vears later, added that this property 
was not confined to amber. The Greek 
name for amber, elektron, is the basis 
electricity. 


before 


for modern word, 
When we consider that for 2500 years 
electricity has been practically loafing 


our 


S eeemmnte ll 


4. 





on the job it seems high time we should 
realize what a big job is yet undone 
and what possibilities are ours if we 
will only put every bit of energy and 
selling effort into the game. In i 
electrical industry, as in no other 
field, is opportunity knocking so per- 
sistently. 
* * * 

The housewife is doing a lot of plan- 
ning just now, and she looks with dis- 
approval on many a nook and corner 

that passed mus- 
Time to ter very well in 
Clean Up 


the moderate 
light of winter’s 
shut-in life. She is tired of colors and 
finishes, of shabby things generally, no 
matter how comfortable they are, and 
above all she feels the spring impulse 
of cleaning up that comes to humans 
just as regularly as the migratory im- 
pulse comes to birds. 

Only in the funny papers does the 
husband of today come home to a 
wilderness of dust and soap suds, piled 
up furniture and dinnerless evenings. 
He gets the result of these in cleanli- 
ness and order, in bright colors, fresh 
draperies, for the toil and discomfort 
of the old-fashioned day’s cleaning 
have become a matter of a few hours 
through modern household appliances, 
and led by the vacuum cleaner an ef- 
ficient army of tools makes what was 
once an appalling labor into a 
pleasure. It is safe to say that nine 
women out of ten are thinking of the 
spring renovation just now, and that a 


real 


good display of vacuum cleaners and 
their comrade, the washing machine, 
will make a selling appeal. 


The foundation of success in all mod- 
ern household appliances is value. 
Each one is desired to do something— 
and does it, and the one which sells 
best is the one which does the best. 
Appearance is always a strong point 
in anything which women buy, but in 
the great majority of cases the house- 
hold appliance is bought because of 
its result, because of having been seen 
in actual use by someone. This is 
always, of course, the strongest possi- 
ble selling talk for the particular 


make that has been seen at work, but 
it is only one step in its selection and 
the dealer who can show points of su- 
periority in any other is sure of mak 
ing the sale of his own line. The best 
is the only standard in vacuum clean 
ers. 

The vacuum cleaner costs enough to 
make almost every woman consider 
its purchase. and the price has also 
created an impression that it is rather 
an article of luxury; that it is not a 
thing to use everywhere and for every 
thing like the old-fashioned broom. 

The first thing to impress on the 
prospective woman customer is the 
adaptability of the cleaner. Tell .her 
it will clean out the soot from the 
chimney the 
necessary, 


with vigorous 
that is and that it 


will stroke the most delicate lace cur 


strong, 
touch 


tains free of dust as gently as a soft 
hand would do it. 
important points to impress on the 
housewife is the fact that the vacuum 


One of the most 


cleaner may be used from garret to 
cellar, that it is a thoroughly practical, 
strong and dependable article, doing 
all the work of hand labor through the 
motive power of electricity. This is 
the first thing that is not always under 
The second is the fact that it 
actually takes the dirt from whatever 


stood. 


it is applied to and sucks it into the 
bag, and the different shapes and 
styles of nozzles are designed for use 
in the different needs of the 
The vacuum cleaner sells 


very 
household. 
best on the most humdrum everyday 
lines, for it is along them that the vast 
majority of women need help. 

A good window display of vacuum 
cleaners would sell them now, for the 
housewife is in the mood to appreciate 
their value. Whenever it is possible a 
demonstration inside is of the greatest 
possible help. It makes the attraction 
of the window actual definite. 
When it is not possible to have the 
demonstration, the next best thing is 
to have a cleaner on a table with the 
different nozzles and descriptive cards. 
There is all the difference in the 
world from the woman’s standpoint 
between actually seeing and handling 


and 
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M ERALITE 


The National Desk Lamp 


SELL 
EMERALITES 


Nationally Known 
Nationally Advertised 


i easy to sell Emeralites—the whole year ’round. 
There are several good reasons for this. The Emeralite is 
the one desk lamp in the mind of the buying public. Adver- 
tising has helped produce this condition but the real merit of 
the lamp itself is largely responsible. 

Emeralites are designed scientifically—the Desk Lamp fit- 
ted with a green glass shade originated by us to protect the 
eyes—it also pleases them. 

Everything about an Emeralite is original—from its felted 
foot to the top of its bald green head it represents the con- 





sistent development of an original idea—not an attempt to 
cash in on a demand created by some other chap’s enterprise 
and expenditure. 

No one who ever used an Emeralite would think of chang 
ing. Any article that is easy to sell, stays sold and creates a 
desire for more is worth the conscientious co-operation of 
any live jobber. 

Here’s a suggestion— 

Show your dealers how to make up an Emeralite window. 
A fine cut out display is yours for the asking. 


We have been behind with delivery but can now do better. 
Everything in demand was hard to get—it’s only the slow 
sellers that come along promptly when Biz is Booming. 
Cash in on Emeralite National Advertising. There’s much 
truth in the old adage—“HITCH YOUR WAGON TO A 
STAR.” DOIT NOW. 


H.G. McFaddin & Co. 


37 WARREN ST., NEW YORK CITY 
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for herself and in being shown the 
same things over the counter. She is 
going to use those things, to handle 
them, and however it may be with 
men, the suggestion of doing so is a 
strong inducement to purchase to a 


woman. 


Modern household appliances are 
so highly specialized that they never 
step on each other’s heels. Each one 
does its own work and is the strongest 
possible selling talk for the sale of 
the others. In the case of the vacuum 
cleaner just now, for example, the 
woman who buys one may be very 
easily convinced of the equal advan- 
tage of a washing machine, because j 
will do its part in the renovation of 
the washable draperies, bedspreads, 


fancy linen bureau covers, guest 
towels, etc., and make the spring 
renovation complete. It is logical 


to tell her that she needs it to work 
with the vacuum cleaner. 


It would not be just to say that the 
washing machine stood ahead of other 
household appliances in efficiency, but 
it has certainly made a strenuous and 
successful effort to meet the most ex- 
treme conditions; witness the laundry 
size machine and the diminutive model 
for use in the wash basin. 

Spring cleaning, as in the regular 
household work, will always demand 
the two methods of dry and water 
cleansing, and the vacuum cleaner 
and the washing machine afford one 
of the best examples of team work. 
Sell one and it opens the door of 
possibility for selling the other. Show 
the housewife how she can make her 
heavy draperies and upholstered fur- 
niture look bright and clean with the 
vacuum cleaner and she will be very 
receptive to hearing how she can make 
all the washable things live up to them 
by means of the washing machine. 

In all household appliances, the 
woman’s standpoint of purchase is the 
ultimate result. A man may, probably 
does, buy machinery and tools and is 
keenly interested in the manner in 
which they accomplish their end. A 
woman simply looks to the result. She 
may be made to believe that one 
method is better than another, be con- 
vinced of the superiority of some make 
and become an enthusiastic singer of 
its praises, but it must be confessed 
that it will always be because it has 
done her own particular work satis- 
factorily, not because she believes ir 
its construction or method. 


It is therefore best to impress the 


results rather than the manner of their 
attainment upon the housewife. 

An appliance can be sold to every 
housewife who hasn’t one already, and 
the quickest and surest way to sell it 
is from the woman’s standpoint— 
what it will do for her. And was there 
ever a time when a housewife could 
use help better than at house-cleaning 
time? 








He are two more pages 
of ammunition for the 
fighting salesman of 1921. 
There are sales opportunities 
galore for the wide-awake 
hustler who realizes he has a 
real service to render. Look 
over these facts and figures 
—watch for this department 
in every issue. 











More than half the people of the 
United States live in cities. And a 
large proportion of those, says Kath- 
eryn Maddock in 
the Electrical Re- 
view, are dwell- 
ers in apartment 
houses, apartment hotels and the like. 
In answer to the crying demand for 
more homes, an increased number of 
apartment houses is planned for the 
future. Here is a real market for 
electric household appliances. 


Servantless 
Apartments 


During the four years from 1916 
to 1920, years not at all favorable to 
building operations, 24,666 apart- 
ments were built in this country. It 
was estimated that there are now 124 
families for every 100 homes and that 
it will take the construction of 660,000 
homes per year for five years to bring 
the nation back to the housing situa- 
tions which prevailed before the war. 

One of the great reasons for apart- 
ment house popularity is that it means 
easier living. The housewife likes the 
luxury of service afforded in a good 
apartment house. And by this same 
token it pleases her mightily to have 
the owner furnish electric refrigera- 
tion, an electric range, cleaner, grill, 
toaster and other appliances. It’s 
human nature to want to live without 
labor and the apartment owner makes 
capital of that fact. 


Here’s the sale possibilities that 
these “Electric Servantless Apart- 
ments” are going to open up for you: 

Living Room—Electric player 








table 
lamps, floor lamps and ceiling light- 
ing fixtures. 


piano, electric phonograph. 


Dining Room—Electric percolator, 
toaster-stove, chafing dish, electric 
ovenetté, waffle iron, grill, egg beater 
and mixer, and ceiling lighting fix- 
tures. 

Front Bedroom—Electric heating 
pad, vibrator, curling iron, electric 
radiator, bedside lamp, ceiling light- 
ing fixtures. 

Rear Bedroom—Electric se wing 
machine, violet-ray outfit, boudoir 
electric iron, electric heater and hair 
drier. 

Nursery—Baby milk warmer, min- 
iature electric heating pad, toy electric 
range, electrically heated toy steam 
engine, electric train, electric nursery 
light and nursery table light. 

Kitchen—Electric range, 
fireless cooker, electric 
electric cake and dough mixer, elec- 
tric refrigerator, washing machine, 
two flat irons, ceiling lighting fixture 
and electric fan. 

The apartment house field is one 
that bears watching and cultivating, 
both for selling adequate electric il- 
lumination and for electric labor sav- 
ing devices. 


electric 
dishwasher, 


* * * 


Few of us in the electrical busi- 
ness realize what a vast amount of 
business there is for us from the auto- 
mobile owners of 
the country. 

There are ap- 
proximately 107,- 
000,000 people in the United States 
and there are about 8,500,000 automo- 
biles, or one car for every dozen 
people. Eight and one-half electric 
lighted automobiles as compared to 
6,500,000 electric lighted homes. 

And here’s a list of what an elec- 
trical dealer can sell to every one of 


these 8,500,000 owners: 


Side lights 

Spot lights 

Bulbs for lights 

(70,000,000 automobile lamps are sold an- 
nually for renewals alone) 

Spark plugs 

Electric horn 

Fuses 

Switches 

Meters 

Car wiring 

Motor and generator brushes 

Vacuum cleaner for top and cushions 

Wiring for garage 

Rectifiers for battery charging 

Magnetos 

Garage lighting 

Flashlights 

Cigar lighters 

Electric Wheel-grip heaters 

Electric signals 


Every electric dealer should learn 
what his automobile market is and 
then be sure that he gets his share of 
the business. 


Electricity On 
Automobiles 
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“hang” of a quality tool. 


just 
In response to an increas- 


The New 6-inch 


that 





For a long time NEVER- 
New Brunswick, N. J. 


SLIP 8-IN. PLIERS have 
held the esteem of the men 
in the field. The shapely 


ing demand, we are now 
model which has all the 
quality of its predecessors 
and this will be followed 
in a few weeks by a 7-inch 


putting out a new 6- 


design 





gives 


A 





The Neverslip Works 


Send for descriptive circular “*C”’ 
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N. A. E. C. and D. Plans 
Big Program for Meet 

Many interesting talks and events 
are promised for the 21st annual meet- 
ing of the National Association of 
Electrical Contractors and Dealers, 
which is to be held in Buffalo, N. Y., 
on July 18-23, with headquarters in 
Hotel Lafayette. The first and second 
days will be devoted principally to 
meetings of the executive committee, 
whereas the third day will mark the 
opening of the convention proper. On 
the morning of the opening day the 
opening address will be delivered by E. 
D. McCarthy of McCarthy Bros. & 
Ford, Buffalo. The mayor of Buffalo 
will then welcome the dealers to Buf- 
falo and will be responded to by James 
R. Strong, chairman of the association. 
Charles L. Eidlitz of New York will 
follow with a historical address, and a 
speaker, not as yet known, will then 
talk on the business outlook. On the 
evening of July 20 an informal recep- 
tion and dance will be held in the ball 
room. The principal speaker on July 
21 will be W. L. Goodwin of the So- 
for Electrical Development, 
while many other men of note in the in- 
Sight- 


seeing trips and other forms of diver- 


ciety 
dustry are scheduled to talk. 


sion haye also been planned. 
* * * 

Western Electric Co. 
Gets Big Lighting Order 

The Western Electric Co. has se- 
cured authorization to supply prac- 
tically all of the lighting apparatus to 
be used in the new 24-story building 
of the Cunard Steamship Co. at 25 
Broadway, New York City. It has 
completed arrangements to furnish 
forty-five hundred 200-watt Duplexa- 
lites, which will be installed through- 
out the entire structure by the Lord 
Electric Co., electrical contractor. 

* * * 

Hoover Resigns as 
Engineers’ President 

Herbert C. Hoover, secretary of 
commerce, has resigned as president 
of the American Engineers’ Council 
of the Federated American Engineers’ 
Society. 











Conditions Improve In 
Some Respects 

Central Trust Company of Illinois’ 
May “Digest of Trade Conditions” 
shows that the factors making the 
most favorable showing at this time 
are: a decrease in money circulation, 
increased 
stock exchange transactions, a gain in 
new and large corporations formed, 
greater building activity, heavier lum- 
ber production and shipments and a 
full supply of fuel and labor every- 
where. Business failures in March 
numbered 1421 compared with 1539 
in February; new and large corpora- 
tions formed during March numbered 


fewer business failures, 








George L. Wilkins, well-known among 
the electrical trade in the Ilinois-Wiscon- 
sin territory, died on Monday, May 9, 
after a week’s siege of inflammatory rheu- 
matism. For the past year Mr. Wilkins 
has been with the Apex Electrical Dis- 
tributing Co. at Chicago, and during 1919 
covered the lower Wisconsin territory for 
the Illinois Electric Co. of Chicago. Pre- 
vious to that he was doing central station 
work. George was 26 years old. He had 
an enviable personality. 





1146 compared with 838 companies 
during the previous month; the aver- 
age price of all commodities on the 
first of April was $415.70 compared 
with $436.86 a month before and 
$699.63 a year ago; and_ building 
operations during March totaled 121 
million dollars in March compared to 
99 millions in February and 61 mil- 
lions in January. Unemployment has 
increased in the metals, paper, food 
products, stone, clay and glass prod 
ucts, chemical, and textile industries 
and the railroads; while an increase 
was shown by concerns manufacturing 
vehicles, tobacco, leather and its prod 
ucts, liquor and lumber. 


* * * 


Illuminating Engineers to 
Meet in September 

The annual convention of the II 
luminating Engineering Society wil! 
be held in Rochester, N. Y., Sept. 26 
30. Clarence L. Law, 29 West 39th 
street, New York City, is general sec 
retary. 

* # * 

Wakeman Leaves Society 
For Electrical Development 

President W. W. Freeman of thi 
Society for Electrical Development. 
Inc., has announced the resignation ot 
James M. Wakeman, general mana 
ger, effective September 1. It was 
also announced that Mr. Wakeman ha; 
applied for a leave of absence begin 
ning June 1: During his absence th: 
activities of the society will be di 
rected by William L. Goodwin, as 
sistant to the president, who recently 
joined the staff of the society. Mr 
Wakeman has been in charge of thv 
affairs of the society since its incep 
tion. Suitable resolutions expressing 
appreciation for his services wer 
adopted by the Board of Directors a 
their meeting on May 10. 

* * & 


2.500,000 Vacuum 
Cleaners in Use 

Over 1,000,000 electric vacuun 
cleaners were made and sold in 1920 
making the total now in use ove! 
2,500,000 in a total of 10,000,00' 
wired homes. 
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(1) Longest Life 
(2) Greatest Strength 


Their Selling (3) Serviceability 
; Points are Con- (4) User Satisfaction 
vincing—Note Them (5) Variety of Approved Designs. 





| (6) Name well-advertised and well-known. 


Keystone Lamp Guards are stronger than the men who use them. The cages 
are of Bessemer steel, hot galvanized and electrically welded—strong enough 
to withstand the weight of an average man. Designed in types to perform 
the intended purpose. At the lowest price possible and maintain MAXIMUM 


QUALITY. 
(To The Jobber) 


Most electrical supply jobbers are now handling the Keystone. Not all are 
familiar with the special JOBBER-DISTRIBUTOR Arrangement that we are 


in a position to make. Write for full particulars. 









Pennsylvania Type A 


Length over all is 12;% inches. Will 


New Keystone Type 
take lamps using S-17 bulbs or smaller. 


Cage will take 110 v. 60 w. lamp. 
Length over all is 13; inches. 





ESSCO Type (open end) Pennsylvania Type B 


Length over all is 10 inches. Will Used with 100 watt Type C lamps 
take lamps using S-19 bulbs and and takes pear shaped bulb. Length 
smaller. y over all is 143} inches. 


Evectrric SERVICE SUPPLIES Co. 


Manufacturer of Railway Material and Electrical Supplies 
PHILADELPHIA NEW YORK CHICAGO 
17 and Cambria Streets 50 Church St. Monadnock Building 
Branch Offices: Boston, Scranton, Pittsburgh 
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Electric Auto Show to be 
Held in Chicago 


On May 26 to June 4 an electric 
automobile show will be held in the 
Commonwealth Edison Electric Shop, 


72 West Adams street, Chicago. 
Electric passenger cars, street trucks, 
industrial trucks, tractors, storage 


batteries, charging devices and acces- 
sories will be on display. 


* % % 





World’s Largest Steam 
Electric Plant in Chicago 
In the April number of Tue Jos- 






BER’s SALESMAN it was inadvertently 
stated that the world’s largest steam- 
driven electric plant is in Berlin, Ger- 


many. The largest such plant, how- 





ever (as is known by Tue Jopser’s 
is the Fisk street station 
Edison Co. in 





SALESMAN ) 






of the Commonwealth 
Chicago. The Fisk street station has 
a rating of 230,000 kw., whereas the 
Berlin plant is said to have a rating 
of 160,000 hp. 
the second largest plant of the Com- 
monwealth Edison Co., the northwest 








This is smaller than 







generating station, which has a rating 
of 165,000 kw. And it will be no- 
ticed, too, that this rating is expressed 
The 
turbo-generator room at Fisk street 
is 635 feet long. It contains 14 units, 
ranging from 12,000 to 35,000 kilo- 
The station has 96 


are 







in kilowatts, not horsepower. 












watts in rating. 
the 
connected to 7 great smokestacks 250 
ft. high and 19 ft. in diameter. About 


365 


boilers. furnaces of which 


men are needed to operate this 





















Here’s a bunch of fellows known to almost every jobber and jobber’s salesman be 
tween Pittsburgh and Denver. From left to right are: J. C. Brenton, Pittsburg) 
representative for the Benjamin Electric Mfg. Co.; R. C. Mons, Detroit representative 
for the same company; J. H. Turner, of the Turner-Wagener Advertising Co., Chicago; 
R. C. Harlow, general sales manager, Benjamin Electric Mfg. Co., and “Art” Lubeck, 
















wéstern district manager for the Hart & Hegeman Mfg. Co. 


Every one a good scout 


and regular fellow, snapped while at the jobbers’ convention last fall. 





station. The Quarry street generating 
station of the Commonwealth Edison 
Co. has a rating of 84,000 kw., and 
the Calumet generating station now 
under construction in South Chicago 
will have, as now-planned, a rating of 
180,000 kw., the initial portion to have 
two 80,000-kw. generators. 


* * & 
S. E. D. Executive 
Committee Meets 
The regular meeting of the execu- 
tive committee of the Society for Elec- 
trical Development was held at the 
































Here are 









with: <A. E. 













W. Low. 
Schalla, H. P. Smith (now with Inland Electric Co., Chicago), S. F. 
| Murphy, G. B. Small, Joe Eigenschenck, Ralph H. Cronk, J. C. Hanson and N. J. 


Roth. Notice the pleased look on the boys’ faces. 
the world after the dinner they had! 
tion. 


eight of the 50 “sell-em-and-keep-em-sold” salesmen of the Electric 
| Appliance Co., Chicago, snapped just after imbibing in an old-fashioned chicken 
| dinner at the expense of their “boss,” W. 


From left to right shake hands 


Who wouldn’t feel satisfied with 


Looks as though it agreed with Roth’s corpora- 


offices of the Society, 522 Fifth avenue, 
New York, Friday, April 22. 
There were present, Messrs. Chas. L 
Edgar, Chairman; L. P. Sawyer, E. W. 
Rockafellow, James R. Strong, W. W. 
Ireeman, president of the Society: 
W. L. Goodwin, assistant to the Presi- 
dent; James Smieton, Jr., Secretary- 
Treasurer, and J. M. Wakeman, Gen- 
eral Manager. Mr. Wakeman read 
his report, covering the activities ot 
the Society since the last meeting ot 
the committee, Mr. Smieton presented 
the financial report, and Mr. Goodwin 
reported the result of his investigation 
of the Society and outlined plans for 
further expansion of the Society's 


on 


activities. Sub-committees were ap 
pointed to work out the details of the 
suggested plans, which committees will 
report to a special meeting of the ex 
ecutive committee, to be held May 9 
The latter committee in turn will 
report to the Board of Directors May 
10, immediately following the annua! 
meeting of the Society. 
* * # 

Canadian Survey Shows Use 
of Electrical Devices 

A survey of a summary of electrica! 
250 Canadia' 
towns from coast to coast by the Ele: 


needs, conducted in 
trical News reveals only 7.3 per cen! 
saturation on the average. It does not 
take a pair of field glasses or a magni 
fying glass to disclose the opportun 
ities for Canadian jobbers’ salesme: 
Houses wired show 74.9 per cent, bu 
the degree of utilization of socket d: 
vices seemed exceptionally low. Fla 
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The New 


BENJAMI 


General Catalog 
No. 23 


The users of Benjamin Products are 
legion. 





Your customers, no matter where 
they are located, no matter what their 
connection with things electrical 
may be, are familiar with Benjamin 
quality and Benjamin responsibility. 


The new general catalog, No. 23, is 
going into the hands of architects, 
engineers, purchasing agents of in- 
dustrial plants, factories, foundries, 
steam and electric railways, ship- 
yards, mines, textile mills, oil refin- 
eries, filling stations, chemical and 
metallurgical plants, electrical con- 
tractors and dealers in electrical sup- 
plies. 


This catalog presents a wonderful 
picture of the great range of Benja- 
min products. It shows clearly the 
success which has been attained by 
Benjamin, Makers of Things More 
Usetul, in developing a complete line of Industrial Lighting Reflectors and Acces- 
sory Wiring Devices. 





Catalog 23, like Benjamin Products, is a Service to Industry. Coming at this time 
it is a challenge to apathy, a whip and spur to industrial activity. It will help you 
to help your customer. 


For full information concerning Benjamin Products write our nearest office. 


BENJAMIN ELECTRIC MFG. CO. 


247 W. 17th St. 847 W. Jackson Blvd. 580 Howard St. 
New York Chicago San Francisco 
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irons showed 45.7 per cent, toasters 
18.2, washing machines 5.9, fans 5.4, 
vacuum cleaners 5, air heaters 4.8, per- 
colators 3.7, ranges 3.1, water heat- 
ers 1.3, sewing machine motors 1.2, 
ironing machines 0.14, dishwashers 
0.07, and refrigerators 0.06 per cent 

far from the stopping place in the 
distribution of electrical devices and 
appliances. 

* * * 

Morton Now With 
Brotherton-Knoble Co. 

C. O. Morton, for the past three 
years with the Westinghouse Electric 
& Mfg. Co., in charge of advertising 
on electrical heating appliances and 
ranges, has joined the Cleveland 
branch of the Brotherton-Knoble 
Company, 2036 East 22nd _ street. 
Throughout the 12 years Mr. Morton 
has been in advertising work he has 
devoted much of his time to merchan- 
dising and dealer problems, particu- 
larly in the electrical field. He has 
been fortunate in that his experience 
has carried him all over the United 
States and acquainted him with mar- 
ket conditions and the dealer situa- 
tions throughout the country. He has 
had great success in preparing adver- 
tising which has been productive be- 
cause of his understanding of the 
dealer requirements. 

* * # 
National Survey Produces 
Some Encouraging Statistics 

A second survey of nation-wide 
conditions, made recently by the Fi- 
delity & Deposit Co. of Maryland, pro- 
duced some interesting and valuable 
statistics. It showed first that there 
has been no marked resumption of in- 
dustrial activities anywhere in the 
country and that the entire public is 
still buying in a restricted way. One 
favorable angle of the report showed 
that all industrial concerns reported 
“No” upon being asked if order can- 
cellations were continuing. 

Retailers everywhere are buying 
sparingly and do not seem to be stock- 
ing for spring demands; retail prices 
everywhere are shown not to have 
been reduced in proportion to whole- 
sale prices; and all report a reduction 
in the cost of living since last Septem- 
The survey also showed that 
most industrials are carrying large 
amounts of customers’ paper. 

The problem having the greatest 
bearing on business prosperity was 


ber. 


named in the majority of cases as 
Taxation and Railroads. Transporta- 
tion conditions were reported good in 


all sections and raw materials plenti- 
ful. The only sections reporting 
strikes were Massachusetts and New 
York. (Boston has been experienc- 
ing a strike of the building trades.) 
The only state reporting no wage 
reductions was Illinois, while all re- 
ported in the negative to “Is sentiment 
favorable to building operations at 
present costs.” All sections except 
South Atlantic and Mountain reported 
money available at interest rates rang- 
ing from six to 10 per cent, the West 
South Central states bearing the high 
interest rate of eight to 10 per cent. 
Bank deposits were generally shown 
to have decreased, corporation ac- 
counts the same and savings increased 
except in the South Atlantic, East 
South Central, West South Central, 
and Mountain sections and Washing- 
ton and Oregon. Indications were 
said everywhere to point to lessened 
government tax revenue this year. 
_Farmers have not disposed of last 
year’s crops while the outlook for this 
year’s crop is termed by all as Fair to 
Good. Except in West North Central 
and Pacific states, farmers seem to be 
reducing their acreage due to lack of 











W. Brewster Hall, Buffalo district sales 
manager for Pass & Seymour, Inc., was a 
very popular individual in Buffalo during 
the fixture convention. One reason was 
that he had a pocketful of neat little key 
rings. We refrain from mentioning the 
other but Frank Driscoll and E. W. Ken- 
dall of his company ought to know. Mr. 
Hall is just smiling over how Frank 


looked the night before singing “Sweet 
Adeline.” 


funds. West North Central states 
only show a demand for farms, while 
everywhere there is a noticeable “back 
to the farm” movement. 

It was unanimously conceded that 
the Excess Profits tax should be abol- 
ished and a Sales Tax substituted. 
Local problems were principally hous- 
ing shortage, unemployment, financing 
farmers and taxation. The big na- 
tional question is regarded as taxation. 

The survey points to certain favor- 
able domestic conditions. The cost of 
living has decreased; building opera- 
tions in some places have increased; 
productivity of labor per man is 
greater and there have been no strikes 
of consequence. The banking situa- 
tion has improved; the crop outlook 
is satisfactory; and it is believed that 


confidence in business is slowly 
spreading. 
* + 
High Mortality Rate 
Among Electrical Dealers 
One of the jobber’s salesman’s 


greatest responsibilities is to assist in 
lowering the mortality rate of elec- 
trical contractor-dealers. M. C. 
Turpin of the Westinghouse Merchan- 
dising Bureau tells us that of the 
3000 to 4000 so-called electrical con- 
tractor-dealers that come into exist- 
ence every year 97 per cent fail. 
Never can the industry progress prop- 
erly until this “death” rate is very 
much reduced. The industry needs 
electrical merchants of more than a 
year’s existence. It is the duty of the 
jobber’s salesman to keep them in 
business. 
* * & 

Electric League of 
Cleveland Offers Scholarship 

The Electrical League of Cleveland 
(Ohio) is publishing a series of 26 
lessons on electricity in the Cleveland 
Plain Dealer. The first lesson ap- 
peared February 17. Succeeding les- 
sons appear on Mondays and Thurs- 
days of each week. Forty-eight boys 
and girls in Cleveland and its im- 
mediate suburbs, who make the best 
grades in a final examination on these 
Jessons will each win a prize. These 
prizes range in value from $25 to a 
scholarship in the Case School of Ap- 
plied Science. This is an excellent 
means of promoting interest in elec- 
tricity and things electrical. It is con- 
structive and is an ideal means of in- 
teresting the younger generation in 
this greatest of all sciences. The 
Electric League of Cleveland should 
be commended. 
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Anylite Sales Makers. 











ANYLITE 
Extension Sockets 





Made in 2 and 4 inch sizes. 
4 inch furnished with either 
black or white covering. The 
latter can be used as candle 
sockets. 


More Anylite Sales Makers 
The “Anylite-Twin” Plug and Short Extension 


Here are some new additions to the Anylite line and, like their brothers, they ve got 
a lot of live sales points. These four pals are going to help boost your sales ‘cause 
they're built right and guaranteed. You don’t bump into any grief—just re-or- 
ders. Get after your dealers and show them why it will pay them to display the 











The “ANYLITE-TWIN” Plug 


Designed to multiply the usefulness of the 
ordinary socket and enable it to do the work 
of two. Construction is something entirely 
new, being built like a bridge. It is light 
and strong and made for hard wear. Outer 
covering serves merely as an insulation. Each 
home should have three. 








ANYLITE 
Extension Sockets 


Break down sales resist- 
ance to the use of appli- 
ances by making it easy 
to plug in a screw-base 
attachment plug with- 
out bothering about the 
shades. Will withstand 
a lot of hard usage 
without damage. 





The ANYLITE Electric Dimmer 


The Anylite Dimmer is designed for devices con- 
suming not more than 40 watts. It’s a socket- 
type regulator which cuts down the light from a 
lamp by a long series of steps, or regulates the 
speed of a small fan. Guaranteed to work per- 
fectly. Has a socket construction 6n bottom 


shell to attach a ‘““Uno Shade Holder’’—Works 


on either direct or alternating current, a good 


selling point. 








ANYLITE. ELECTRIC COMPANY 


Paul W. Koch & Co., 19 S. Wells St., Chicago, III. 
A. Hall Berry, 71-73 Murray St., New York City. 


FORT WAYNE, IND. 





The Dominion Battery Co., Ltd., Mill & Trinity Sts., Toronto, Canada. 
U. S. Electric Co., 710 Polk St., San Francisco, Calif. 
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Notes About Jobbers 


A. M. Little Becomes Member 
of Buchanan Organization 

In line with plans to expand the 
wholesale end of its business, and to 
keep pace with its development, the 
& 8 


delphia announces the entrance into 


Buchanan Company of Phila- 


its business, as manager of the J. F. 
Buchanan Supply Company, of A. M. 
Little, who recently resigned as pres- 
ident director of the Mohawk 
Electrical Supply Company of Syra- 


and 


cuse, New York. 
The J. F. 
composed of J. F. Buchanan and Gil- 
bert S. Smith, has been in business 
30 years, and it therefore is one of 
the oldest in the 
country. oper- 


Buchanan Company, 


electrical concerns 
Under that name it 
large contracting 
business, and installed 
some of the most important electrical 
installations in Philadelphia and sur- 
rounding country, particularly along 
industrial lines. 

Mr. Little brings to the Buchanan 
interests a wide experience, as he has 


ates a electrical 


as such has 


been in the electrical supply business 
since 1889, when he went with the 
Central Electric Company of Chicago 
He has, therefore kept 
the 
business almost since its start. Twelve 
vears ago he took hold of the Mohawk 
Electrical Supply Company of Syra- 


as office boy. 
pace with the development of 


cuse, N. Y., then a small concern, and 
developed it into one of the largest 


electrical jobbing concerns in the 


country. The first dealers confer- 
ence, where the jobber calls into its 
city, all of its qualified dealers to dis- 
cuss questions of mutual interest, was 
conceived and carried out by that 
company, under Mr. Little’s initia- 
tive, in May, 1919, and it has since 
become a general practice throughout 
the country. In many other ways Mr. 
Little has taken the lead in plans to 
encourage and develop dealers, and 
the wider use of electrical appliances 
and supplies. 

In national affairs of the jobbing 
business, Mr. Little has been corre- 
spondingly active, particularly in the 
work of the Electrical Supply Job- 
Of that organiza- 
tion he has been a member of the 
Executive Committee, and _ recently 
chairman of its Atlantic Division. He 
first advanced the idea of a campaign 
of publicity in the trade press and 
other media, to bring before the entire 
industry, the service the jobber was 
rendering, and as chairman of the 
publicity committee that ap- 
pointed to carry out the plan, he 
has aided in putting the campaign 
into effect and carrying it on; to the 
resultant advantage of all electrical 


bers’ Association. 


was 


jobbers. 

Active development of the J. F. 
Company, under 
Mr. Little’s management, and along 


Buchanan Supply 
constructive and co-operative lines, is 
anticipated, to the resultant advan- 
tage of not..only that company, the 








This car, driven by Herbert Ackerson, city salesman for the Illinois Electric Co., 
Chicago, is one that all the cops between Madison street and Winnetka are looking 


for. They aver it’s too speedy. 
the radiator—a license to butt in. 
healthy order. 


Ack says he has another license besides the one on 
But when Ack “butts out” he usually has a 


~ 250 4 




















W. J. Marshall, who recently resigned 
the position of sales manager of The Elec- 
tric Construction and Sales Company, 
Cleveland, Ohio, has been made promotion 
manager of the Erner Electric Company, 
jobbers, of the same city. He will be in 
general charge of appliance sales promo- 
tion work. Before going to Cleveland, Mr. 
Marshall was for 11 years connected with 
the Doherty interests as new _ business 
manager in Toledo and Warren, Ohio. He 
has been prominent’ in both the National 
and Ohio Electric Light Associations and 
in the work of the Electrical League 
which so successfully launched the Home 
Electrical movement in Cleveland. 





manufacturers whose lines it sells, and 
the but 
the electrical supply industry as a 


customers it serves, also to 
whole, and particularly to the Phila- 
delphia district. 

* * * 
Eastern Electrical 
Supply Co. Moves 

The Eastern Electrical Supply Co., 
Newark, N. J., of which L. Beller is 
proprietor, and his son, A. Beller, 
general manager, has just moved from 
Broad street to new and larger quar- 
ters at 90 Academy street. Here it 
will have about 17,500 square feet of 
floor space, sufficient for the needs of 
its growing business. In making this 
move, the company goes out of the 
retail business. 

* * * 
Krich Light Co. 
Gets Out Calendar . 

The Krich Light Co., 306 Market 
street, Newark, N. J., is sending out 
to the trade a monthly calendar bear- 
ing on the reverse side at least one 
timely suggestion to the dealer, under 
the general heading, “Rays of Light.” 
“April showers bring our representa- 
tives to you—out of the rain into the 
‘rain of orders’.”’, says the April card, 
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REDUCED TO 


$20.00 
RETAIL 


REDUCED TO 


$20.00 
RETAIL 


a 


The VIOLETTA DE LUXE 


No expense has been spared to make this the handsomest and most elaborate ma- 
chine on the market. Will satisfy the most fastidious taste. The best Violet Ray 
machine on the market. 


TWO RECORD-BREAKING SELLERS 


Wide-awake, FIGHTING Jobbers’ Salesmen have sold THOUSANDS of our ma- 
chines in the past few months. Why? 

Because in “BABY VIOLETTA” and “VIOLETTA DE LUXE”, you have the best 
violet ray machine “buy” in the country. You can unhesitatingly recommend it to 
your customers—we I] stand back of you. 


There’s lots of Violet Ray Machine business to be had. Don't let the other fellow get it all. We'll gladly 
show you how you and your house can cash in on “‘Baby Violetta’’ and “De Luxe”. Write NOW. 


BLEADON-DUN COMPANY 


World’s Largest Manufacturers of Violet Ray Machines 





213-217 So. Peoria Street Chicago, Illinois 
NEW YORK SAN FRANCISCO EXPORT OFFICE 
Marbridge Bldg. Western Agencies Co. BOSTON Theo. Stave Co. 

3th St. and Broadway * 285 Minna St. 830 Washington St. 30 Church St., New York 











Retails at 


7.7 


Retails at 


122 





le i nc 


The BABY VIOLETTA 


A popular priced Violet Ray Machine, complete in every detail. Built with the 
same care and skill, and of the same high grade materials as the more expensive 
models. We guarantee its wear. 


i ad - 
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with the suggestion that, since the 
company has cut out its retail depart- 
ment and sells only to dealers, it is 
time to get acquainted. On the calen- 
dar side are printed the trade marks 
of some of the leading manufacturers 
for whom the Krich Light Co. is dis- 
tributor. Sales manager, A. R. 
Hamerslag, says that this calendar 
idea is the forerunner of a more elab- 
orate house organ. 
* * * 

Risler-Hornung Corp. 
New Jobber in New York 

E. A. Risler, Jr., formerly secretary 
and sales manager of F. W. L. Fuller- 
ton, Inc., New York City, and Harry 
manager of Western 
Company’s Fortieth street 
branch in New York, announce the 
of the Risler-Hornung 
This company will conduct a 
wholesale electrical supply and ap- 
pliance jobbing business at 130 West 
20th street, New York City. Mr. 
Risler is president and Mr. Hornung, 
secretary and treasurer. 

* * * 

How They Do 
It Out West 

Listenwalter & Gough, of Los 
Angeles, has adopted an advertising 
policy which, for breadth of vision and 
liberality, suggests that the millenium 
has hit squarely in the vicinity of 


J. Hornnng, 
Electric 


tormation 
Corp. 





O. Frederick Rost, general manager of 
the Newark Electrical Supply Co., New- 
ark, N. J., finally agreed to stop plugging 
for his dealers for a minute to let the 
trade see what the man looks like that 
holds the distinction of having built up 
one of the most remarkable systems of co- 
operation between jobber and dealer of 
any in the country. This is all within a 
six-year period, Mr. Rost having been in 
the electrical supply business only that 
length of time. 








F. M. Berry, who sells the Apex elec- 
tric suction cleaner down in Birmingham, 
Alabama, appears to be a regular “High 
Flier.” The camera-man caught him the 
other day in the act of delivering an Apex 
cleaner by aeroplane, which shows that 
high speed methods and Berry are very 
good friends. 





Hollywood. “The jobber who is for- 
tunate enough to obtain a desirable 
line of merchandise can afford to ad- 
vertise it,’ declares P. B. Gough, “‘and 
he proceeds by setting up painted bul- 
letins of great beauty which carry ab- 
solutely no suggestion. of his own firm’s 
name but are devoted exclusively to 
ine merchandise he is pushing.” Mr. 
Gough claims that his method is win- 
ning him both business and friends, 
and that what appears to be a quite 
impractical idealism in advertising 
p)actice is in reality a mighty safe and 
sane policy. “The electrical dealers are 
enthusiastic,” he declares. ‘This kind 
of work has a tendency to make the 
trade ‘stay put, and we have found 
that competition makes small headway 
against us.’ Certainly Listenwalter 
and Gough are carrying their ideas 
into effect in a big way, which may be 
one reason why these ideas are prov- 
ing successful. A photograph of the 
bill board advertisement of Listen- 
walter and Gough will appear in the 
June issue of THe JoBBER’s SALESMAN. 
" * * * 
Tyler, Lighting Manager, 
Schimmel Electric Company 
Randolph E. Tyler, for 14 years 
district representative of the Shelby 
Division of the National Lamp Works, 
has joined the Schimmel Electric Sup- 
ply Company, Philadelphia, Pa., and 
will be in charge of the lighting depart- 
ment. This is part of the plans for 
the expansion announced by Sam- 
uel Schimmel in connection with the 
removal of this firm to their new and 
enlarged quarters at 524 Arch street. 
Besides being a member of the Illum- 
ination Engineering Society, Mr. 
Tyler is a well known authority on all 
matters pertaining to the lamp 
agencies and lighting generally. Un- 
der his direction this department will 


be prepared to meet every possible re- 
quirement of the lighting merchant. 
Benjamin Hayllar, Jr., who has been 
with the firm for some time, will devote 
his time exclusively to the lighting 
needs of industrial plants in and about 
Philadelphia. 
* * * 

New Jobbing House 
Organized In Brooklyn 

Andrew S. Greenfield, for 15 years 
associated with E. B. Latham & Co. 
of New York, and B. Weiss, for the 
past 15 years connected with the 
Western Electric Co., have organized 
the Greenfield Electric Supply Co., 
and will act as jobbers and manufac- 
turers’ agents in the New York terri- 
tory. The new company’s offices and 
warehouse are located at 1096 Bed- 
ford avenue, Brooklyn, N. Y. 

* * * 

Charleston Electric To 
Hold Sales Meetings 

On December 29 last the Charles- 
ton Electrical Supply Co., Charles- 
ton, W. Va., held its annual sales 
meeting and banquet at the Ruffner 
hotel of that city. Discussion of 
plans for 1921 occupied a large share 
of the program but the outstanding 
feature of the meeting was the address 
by President H. S. Johnson, who re- 
cently passed away, on the “Outlook 
for 1921.” A sumptuous banquet was 
served including everything from blue- 











You know it’s human nature for a per- 
son to think that the grass is greener on 
the other fellow’s side of the fence so that’s 
why H. Dickerson, purchasing agent for 
the Newark Electrical Supply Co., New- 
ark, N. J., jumped into the columns of 
Tue Jopper’s SALESMAN. He was caught in 
his “you-gotta-sell-me” attitude. How- 
ever, Mr. Dickerson thinks he will stick 
to buying after looking the land over. 
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Our new T & B CONDUIT BODY LINE has proved 
even more than the success we expected. 


It has Won Out and on Merit Alone. 


If you don’t Stock them it is probably because you haven't 
our recent catalogue or “Universal Key” describing their 
Many Unique Advantages. 


A postal from you will bring this to your desk. 


The Big Idea is that Three Boxes with the necessary cov- 
ers actually take the place of dozens and dozens. 


Think what is Saved in Shelf Room—Capital Invested and 
all that sort of thing. 


Speaking of Catalogues we have a New Edition now on 
the press which will show all or lines, also several Dandy 


New T & B SPECIALTIES— 


Sorry it won’t show other good lines now practically 
worked out but not yet in our opinion quite up to T & B 


STAN DARDS— 


However, they will be on the market long before frost 
comes— 


This means we will send you Additional Pages from time 
to time to put in our NEW CATALOGUE No. 28 and so 


keep you up to date on what we are doing— 


Business is now Rapidly Improving so we want to keep 
in closer touch than ever with our JOBBER FRIENDS, 


especially so during the next few months—this for our 
Mutual advantage. 


THOMAS AND BETTS COMPANY 


63 VESEY STREET, NEW YORK 
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Vice-president 
It is 
conferences 


points to Cafe Noir. 
C. P. Peck acted as toastmaster. 
planned to hold 
periodically up until July. 


sales 
Meetings 
already held this year were on Jan- 
uary 22, February 12, and March 15, 
26, April 16 and May 7. Coming 
meetings will be held on May 28, June 
18 and July 2. At the last con- 
ference on July 2 an examination will 
be held to 
sorbed the most during the meetings. 
A. F. 


company 


determine who has ab- 
Beck is general manager of the 
and John T. Morgan, sales 
manager. 
* * * 

Missouri River 
Jobbers Meet 

A meeting of the Missouri River 
Jobbers’ Club was held in Kansas City 
on April 28 and 29. 
ing will be held in Omaha next fall. 


The next meet- 


Speaking of profit and loss, George 
Seabury, of the Midwest Electric Co., 
of Omaha, won first prize in the golf 
tournament, while he and his business 
associate. G. W. Johnston, won first 
and second prizes respectively in the 
blind bogey. 
* * * 

J. L. Finnicum Now With 
Western Electric of Pittsburgh 

J. L. Finnicum has been appointed 
power apparatus specialist for the 
Pittsburgh office of the Western Elec- 
Co. Jack, Mr. 


known among the trade, has spent the 


tric as Finnicum is 


past two and one-half years in Chicago 











RK. J. (Bob) Oliver, manager of the 
electrical department, Doermann-Roehrer 
Co., Cincinnati, O., and H. S. Kain, assist- 
ant manager, want you to know that they 
are the fellows behind “Doro Service.” 
Many of the fellows around Cincinnati wil! 
recall Bob from his days with the Creag- 
head Engineering Co., and Kain from his 
affiliations with the F. D. Lawrence Elec- 
tric Co., both jobbers in the citv of the 
Cincinnati Reds. 


where he has been acting as Chicago 
district representative for the Electric 
Products Co. of Cleveland. Previous 
to that time he had been with the 
Doubleday-Hill Co., Pittsburgh job- 
bers, as salesman. In view of this lat- 
ter fact Jack says it is somewhat of 
a pleasure to be able to return to 
Pittsburgh where he has a wide circle 
of friends. His extended experience in 
industrial work should make him an 
asset to the Western Electric organi- 
zation. 
* * * 

Co-operation Put in 
Tangible Form 

A tangible means of co-operation 
with dealers has been instituted by the 
Piedmont Co., Asheville, 
N. C. This company is sending a let- 
ter to each of its dealers requesting as 
complete a mailing list of their custom- 


Electric 


ers and prospective customers as pos- 
sible so that they may be introduced 
to the dish-washing machine distri- 
The Piedmont 


company stipulates in the letter that 


buted by this jobber. 


the dealers’ customers will be circular- 
ized and then followed up by personal 
visits of its own salesmen accompanied 
by the dealers’ representatives to close 
the 
make 1921 a banner year for jobbers 


sale. Such aggressiveness can 
and dealers if consistently and con- 
tinually maintained. 


* * * 


Robertson-Cataract Co. 
Makes Internal Changes. 
Leslie Wheeler, formerly 
representative for the Robertson-Cata- 
ract Electric Co., Buffalo, N. Y., is 
now manager of the company’s appli- 


special 


ance department, succeeding L. E. 
Le Vee who has gone into the jobbing 
business for himself. Norman Jones 
formerly traveling salesman for the 
company in the Erie, Pa., territory is 
now specializing on pole line con- 


all 


street lighting and high line equip- 


struction and central — station, 
He has been succeeded on his 
territory by T. J. O'Dea. 
* * * 

F. Bissel Co. to Open 
Residential Fixture Studio 

The F. Bissel Company, Toledo, 
Ohio, will open an electrical lighting 


ment. 


fixture stud‘o in the Locke residence 
at Madison and Thirteenth streets of 
that city. 
readily to the display of fixtures ac- 


The residence adapts itself 


tually seen and hung in a room corres- 
ponding with that in which they are to 
be used. : 





Tafel Company Puts 
On Lamp Campaign 

In accordance with the slogan of 
the day that “1921 Will Reward 
Fighters” the Tafel Electric Co., 236 
West Jefferson street, Louisville, Ky., 
has instituted a campaign to stimulate 
sales on miniature mazda lamps. The 
basis of the campaign is “Turnover” 
and a neat, interesting and attractive 
folder has been arranged depicting 
“How You Can Increase Your Min- 
iature Lamp Turnover.” The various 
dealer helps such as display cases 
and literature and suggestive window 
displays are illustrated. The folder 
Paul Tafel, 
president and sales manager of the 


is done in red and blue. 


company, is personally directing the 
campaign, 
* * * 
B. C. Holst Goes With 
W. N. Mathews & Bro. 

B. C. (Ben) Holst, formerly man- 
ager of the appliance department of 
the Northwestern Electric Equipment 
Co., St. Paul, Minn., and frequently 
known as the washing machine king 
of the Northwest, has left that com- 
pany to take up the position of Pa- 
cific coast representative for W. N. 
Mathews & Bro., Inc., St. Louis, Mo. 
The Equip- 


ment Co. says it accepted with regret 


Northwestern Electric 
Ben’s resignation, as he has done some 
excellent, constructive work for that 
company. Ben takes with him Mes. 
Holst and his son “Bill.” 








“*Tenshun men! Look handsome,” com- 
mands Beatrice Pfizenmayer. But the 
success they're planning for the Royal 
Eastern Electric Supply Company’s new 
branch at Long Island City, N. Y., made 
‘em forget all about the picture. So here 
they are unposed for the camera. Beatrice 

you know already. Then comes George 
Young, manager. Next is J. H. Pulis, and 
on the end, H.C. Vaughan. “Long Island 
City is going to have to write some ‘long’ 
orders before we're through here,” an- 
nounces Mr.* Young to Mr. Pulis. 











May, 1921 THE JOBBER’S fA) SALESMAN 
— 


49 








INDIANA RUBBER & 
INSULATED WIRE CO. 


of Jonesboro, Ind. 


congratulates the members of the Electrical 
Supply Jobbers Association, as they assemble 
in convention on May 25, upon the progress 
made by that great organization. It also wel- 
comes this opportunity to thank the many job- 
bers in this worthy body, who are distributing 
PARANITE wires and cables, for the excellent 
support they have given the Indiana Rubber & 
Insulated Wire Co. in the past. 


This company assures its distributors at this 
time that the quality of PARANITE, products 
will be maintained without equivocation, and 
that in the future, as in the past 31 years, 
PARANITE distributors shall continue to re- 
ceive the same quality product—better than 


code requires. 


~ PARANITE~ 
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Why Bill’s Customers Stick 


He Helps the New Concern That Needs Help Most 


66 HAT makes you,” I asked 

W Bill Spicer, “spend so 

much time with these lit- 

tle fellows who are just starting in 

business? They can’t buy very much. 
They haven’t the capital.” 

“I do it,” Bill said, “because they're 
the fellows who are going to stick and 
in a few years they'll be my best cus- 
tomers. Besides they appreciate at- 
tention a lot more than those fellows 
who have plenty of money and expect 
attention.” 

“But,” I objected, “what chance do 
these fellows stand in competition with 
a man who has plenty. of money? They 
can’t get any really big jobs because 
they can’t swing them, and they can’t 
carry a very large stock of goods. 
They are just pikers and it looks to 
me like a waste of time to give ‘em 
much attention.” 

“Tell me,’ Bill came right back, 
“how many dealers and contractors 
you know, who started in business ten, 
fifteen or twenty-five years ago, have 
been doing a good business ever since, 
have a growing business now and who 
had plenty of money when they 
started.” 

“Well there is the Acme Electric,” 
[ answered, “‘they’ve been in_busi- 
ness at least fifteen years and they've 
plenty of money. I guess they have 
about the highest credit rating of any 
concern on our books.” 

“That's so,” agreed Bill, and I 
thought I had him there but he went 
on. “Do you happen to know how 
much money John Hewes had when 
he started that business?” 

“No,” I had to admit, “I don’t know 
just how much he had, but I do know 
that his partner, Carl Johnson, is a 
very rich man and I expect that it’s 
his money that has made it possible 
for that concern to grow as it has and 
to make the money it’s been making.” 

‘You're wrong there,” Bill corrected 
me. “I knew John Hewes when he 
was just a common electrician. When 
he started that business he didn’t have 
a cent more’n five hundred dollars and 
a tool bag of tools. He’s often told 
me that he had to sit up nights teach- 
ing the eagles he found on his dollars 
to talk, because he said that he had 


By J. E. BULLARD 


to make his money talk more and 
louder than the money of anybody 
else in order to stay in business at 
aii,” 

“Then it’s just as I thought,” I put 
in. “If Johnson hadn’t come to his 
rescue, he'd gone out of business. That 
shows in itself that it don’t pay to 
waste a lot of time with these pikers, 
the way you're doing.” 

“That’s where you're wrong again,’ 
said Bill, and I could see I'd pretty 
near got his goat. “Johnson didn’t 
come to his rescue. Nobody held out 
a helping hand to John Hewes until 
he had been in business for nearly 
eight years and he had the concern 
good and solid on its feet. Then John- 
son wanted to invest some money in 
it. He had an idea that Hewes would 
jump at the chance to get a little more 
capital in order to expand his busi- 
ness, but Hewes didn’t jump. He'd 








Whenever a dealer writes in to the Iron 
City Electric Co., of Pittsburgh for in- 
formation on “that new make ironing ma- 
chine,” or for latest prices on this, that or 
the other thing, one of the owners of the 
above bright and shining faces gets the let- 
ter and has an answer on the way in the 
next mail. From left to right they are: 
E. E. McFadden, John O’Donnell, P. E. 
Robertson and J. E. Bechtold. All are 
graduates of the warehouse department 
and are still climbing in the Iron City or- 
ganization. 


learned too much about business for 
that. Before he got through he made 
an arrangement with Johnson that was 
mostly to the advantage of himself. 
If there was any rescue work done it 
was Hewes that did it. He simply 
would not let Johnson invest as much 
money in the business as he wanted 
to because the business wouldn’t stand 
it. Yet Hewes could use some more 
capital to advantage and he accepted 
only what he could use that way.” 

“By the way you talk,” I said, “any- 
body would think that money was 
poison to business rather than the 
life-blood. You’ve as much as said 
that if Johnson put in all the money 
he wanted to, he’d have ruined the 
business.” 

“He most certainly would,” said 
Bill. “If he’d started in expanding 
the business at the rate he wanted to, 
the concern would have gone broke. 
It simply couldn’t stand it.” 

“That’s certainly a new notion,’ I 
told him. “I’ve always been under 
the impression that the place to sell 
goods was where they have the money 
to pay for them, but according to you 
that’s all wrong.” 

“You don’t understand at all,” ex- 
plained Bill. ‘The trouble with the 
fellow who's got plenty of money is 
that he spends too much of it. It’s 
too easy to sell to him. He’s got an 
idea he’s got to make a good showing 
in order to attract business and he 
puts so much money in goods and fix- 
tures that the chances are the busi- 
ness won’t keep up with it and it’s 
only a matter of time when it’s losing 
money steadily.” 

“What makes you think so?” 

“T’ve been selling now for a good 
many years and I’ve found that the 
fellow who has plenty of capital back 
of him when he starts has the least 
chance to succeed. I'll put my money 
every time on the practical fellow who 
hasn’t any money to speak of. Help 
him out a little with his more serious 
business problems and he’s sure to 
make a go of it if he has the courage. 
He hasn’t anything to lose and all to 
gain so he’s usually a man of more 
courage than the fellow with money 
who sees that money slipping through 
his fingers.” 
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JOBBERS’ CATALOGUE 
HEADQUARTERS 


ANN virtually every industry there is one 
house whose leadership is universally 
conceded—the institution by which all 
others in the industry measure them- 





selves, and are measured. 


Such leadership to be enduring must be maintained 
through unfailing high standard of product, unfailing 
honesty, and unfailing, whole-hearted service. 


Supremacy of this sort cannot be established in a year, 
nor in five years. Much less is it to be built overnight 
by a burst of advertising. It cannot be built upon any 
minor detail or fad, but only upon unremitting attention 
to all of those elements which wide experience has 
shown to be essential to the profit of the users and to 
their enduring satisfaction. 


In the supply catalogue field it continues year after 
year an unquestioned fact that the Donnelley catalogue 
compiling organization occupies the position of Jobbers’ 
Catalogue Headquarters. 
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MORE THAN 800 EXAMPLES OF THE WORK OF THE DO. 


PPROXIMATELY 1,000 different supply catalogues 
IX have been compiled by the Donnelley Jobbers’ 
Catalogue Department. The above photograph includes 
copies of as many of these editions as could be shown 


with any clearness in a double-page illustration. Two 
and one-half million copies of these books have been 


helping jobbers to sell supplies efficiently. It would be 
difficult in the United States or Canada to find a buyer 
of any considerable amount of supplies—mill, electri- 
cal, plumbing or allied lines—who does not use Don- 
nelley-made supply catalogues. 


The jobbers whom we serve are located in 166 cities 
in the United States proper, in Honolulu and Hilo, T. 
H., and in 13 Canadian cities, as well as in London, 
England; Paris, France; Brussels, Belgium; Milan, 
Italy; Mexico City; and Tokio, Osaka, and Yokohama, 
Japan. 

For some jobbers we have made direct distribution 
of catalogues to Central America and to South America; 
and no inconsiderable number of Donnelley-made 
supply catalogues are at work in the industrial centers 
of Europe, and in South Africa, India, and China. 
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LLEY SUPPLY CATALOGUE COMPILING ORGANIZATION 


ROBABLY the best indication of the character of Through such continued service the department be- 
the Donnelley supply catalogue service—and also comes more helpful to the jobbers. Our supply men 
of the results produced by the catalogues for the become increasingly familiar with each jobber’s organ- 
jobbers—is found in the volume of “repeat orders” ization, his agency connections, and with the selling 
that we receive year after year. conditions in his territory, thus enabling him to issue 
For 192 of the jobbers represented in the above new catalogues with the minimum demand on his own 
photograph we have compiled two or more catalogues; time and attention. Moreover, he is welcome to proofs 
and for 86 of them we have made from three to ten of our pages between the issuing of catalogues. 
different books. To hundreds of representative jobbers, the Donnelley 
When this picture was taken, we were making 35 Supply Catalogue Department has become to all intents 
‘atalogues for jobbers we had served before. and purposes their own Catalogue Department. 














COMPLETE SPECIALIZED SUPPLY CATALOGUE SERVICE 


F you are a jobber of mill supplies, plumbing supplies, electrical supplies, or automo- 
tive equipment, the Donnelley Supply Jobbers’ Catalogue Department will furnish you a 
complete compiling, printing, and binding service. In each of these four lines the de- 

partment maintains a highly-specialized compiling service, in the charge of men who have a 
practical knowledge of their respective lines of goods. They sold supplies, or managed supply 
houses, before we secured their services, and in addition to their knowledge of supplies they offer 
you expert skill in catalogue compiling. With unlimited clerical, engraving, printing, and binding 
facilities, and with the experience derived from compiling a thousand supply catalogues, they are 
prepared to take your selection of goods and embody it rapidly, efficiently, and economically 


into a catalogue of the finest quality. 


A BETTER CATALOGUE 

The Donnelley service meets one of the jobber’s occasional 
needs with an efficiency not possible to the occasional workman. 
The building of a first-class supply catalogue implies the existence 
of certain ‘machinery,’ which we possess in first-class running 
order. 

Because we have standardized the compiling of goods that are 
identical, we are able to devote more time and care to each page 
compiled, than would be commercially possible if we were serving 
one jobber alone. The Donnelley supply catalogues are superior, 
not in one point, but in many. They surpass in careful compiling, 
in accuracy of listing and indexing, in quality of engravings, in 
typography, in press work, and in binding. 


40,000 PAGES OF SUPPLIES 


Nearly twenty years of continuous labor and the investment of 
more than half a million dollars are represented in the Donnelley 
supply pages, and yet because we serve so many jobbers, each of 
our customers has the use of the pages that he needs—together 
with the services of the compilers—at much less cost than would 
be required to make up pages of equal quality for himself. 

The Donnelley pages are the cream of many hundreds of supply 
catalogues, prepared for representative jobbers throughout the 
country. They are “live” pages. Through careful revision they 
are a constant and accurate reflection of the latest lists and 
designs of the products of more than 7000 different manufacturers. 
From these pages you can select the great majority of your lines. 
It is not at all uncommon for a jobber to select ninety-five per cent 
of his catalogue from our standing pages. We are prepared, 
however, to make as many special pages for vour catalogue as 
may be needed to make the book a true reflection of all of your 
lines. 


THE SAVING OF YOUR LABOR 


To facilitate your selection of goods, you will be welcome to the 
assistance of a member of this department at your office, by 
appointment, without expense or obligation. He will bring copies 
of many catalogues that we have made, and also a general classi- 
fied set of proofs of our pages for your selection. He will make a 
record of the pages tentatively selected by you (for the first 
selection will not be final), and will make detailed notes of any 
goods requiring the preparation of special pages. It will not take 
over two or three days to lay out the contents of your entire 
catalogue by our plan. We will then submit a proposal covering 
the production of the book. 

If you order the catalogue prepared, we will at once assemble a 
proof dummy for you to show the goods selected by you. Where 
new pages are required we will collect the data from the manu- 
facturers and will compile the copy and set it intype. We will read 
the proofs and check the lists for you, submitting proofs to the 
manufacturers also for examination. When the final proof dummy 
is approved by you, we will do the indexing, printing, and binding. 
This means that you can see the progress of the compilation of 
your catalogue, but will escape the labor of compiling it. 


150,000 FINE ENGRAVINGS 

An important element contributing to the attractive appearance 
of the Donnelley catalogues is the quality of the illustrations, 
nearly all of which are specially made, original engravings. 
Under our plan the jobber’s cut problem practically vanishes. We 
have established certain standards of size and style for engravings, 
based on the nature of the goods, the most effective and economical 
grouping, and the kinds of paper used. It is necessary that 
these standards be met before the engravings of a manufacturer's 
goods are included in our standing pages. 

On scores of competitive staple items, which are made by many 
different manufacturers—such as nuts, bolts, wire, fittings, 
belting, and the like—we have made special original engravings 
without any manufacturer's name on them. Many thousands 
of dollars’ worth of engravings in the Donnelley pages are not 
available elsewhere. 


REAL CATALOGUE ECONOMY 

When a jobber compiles his own catalogue he forgets how much 
of the cost of the catalogue does not appear in the printer’s bill. 
The total cost of a home-made catalogue is made up of three parts: 

1. The printer’s bill—the amount of which the jobber learns 
at the end. 

2. The cost of the jobber’s own labor and the labor of the 
others in his organization in collecting data and engravings, 
compiling copy, reading proofs, checking and revising lists, 
compiling the index, ete. Even at the end the jobber does not 
know how much this has cost. If he kept an accurate cost record, 
such as a manufacturer would keep on production costs, the 
jobber would be astonished indeed when it came to adding his own 
labor costs to the printer’s bill. 

3. The loss of business that the jobber sustains through 
interfering with his regular work for many months—maybe two or 
three years—while he is toiling through the endless details of the 
building of a home-made catalogue. 

The more carefully he compiles his catalogue, the greater 
become these two uncounted parts of the cost of his catalogue. 

In contrast to all this, the Donnelley plan not only offers you a 
much finer catalogue, but offers it at a real saving in cost. Good 
compiling, good engravings, good printing—all cost money, but 
through the standardization of pages, the Donnelley plan elim- 
inates a great duplication of labor, and offers economies that are 
only possible through such a large and continuous output. 


SUCCESS BASED ON RESULTS 

The Donnelley supply catalogue service does not lay excessive 
emphasis on any single feature. We give you the competent, care- 
ful, well-rounded service that we should want to have from com- 
pilers, if we were going to use the catalogues ourselves in selling 
supplies. Our supply men work in the interest of the jobbers. 
They are accurate, practical, and thoroughly informed. But most 
important of all is the great volume of results that Donnelley 
supply catalogues are producing for the jobbers. It is because of 
such fundamentals as these that jobbers of supplies continue to 
entrust the building of their catalogues, edition after edition, to 
the Donnelley Jobbers’ Catalogue Department. 


We seek to serve jobbers who believe in quality, and who sell goods on the basis of quality, and who realize that they must 

appeal to their trade through catalogues of quality, or else be discredited by their own catalogues. Additional information and 

samples of our work will be furnished upon request. Our ‘layout men” await your call to go over your requirements in detail 
at your office, without expense or obligation. 


R. R. DONNELLEY & SONS COMPANY 


CHICAGO, U. S. A. 


731 PLYMOUTH COURT 
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“That looks good for the little fel- 
low, all right,” I said, “but still I 
think the man with money has the best 
chance.” 

“You remember Bill Atwood, don’t 
you?” he asked. “You know he made 
his pile during the war and started to 
manufacturing a farm power and light 
set, right after he got his war con- 
tracts cleaned up?” 

I admitted that I did. 

“Well you know what happened, 
don’t you you?” 

I nodded my head again. 

“If Bill Atwood hadn’t had all that 
money, he’d be in business today. The 
trouble with Bill was he had enough 
so that he could start spreading out 
before he was ready to spread. If 
he’d started in making and selling 
that machine in a small way until he’d 
got it just right, he’d had the best 
one on the market. But he didn’t do 
that. He had the money so he de- 
cided to start right out and manufac- 
ture them on a quantity basis. He 
didn’t have any trouble selling the 
first ones. The selling was easy 
enough but he didn’t have the manu- 
facturing end down right. He 
couldn’t ever sell the second machine 














Anthony G. Batt, city salesman for 
McCarthy Bros. & Ford, Buffalo, N. Y., 
can step when it comes to getting the 
names on the dotted line. There’s hardly 
a day goes by without his returning to 
the office with a bunch of orders pro- 
truding from his pocket. Anthony is a 
recent graduate of the firm’s store. He 
sold out the stock there, so he had to get 
out and sell the warehouse stock. 





in any community. They simply 
didn’t stand up because he hadn’t got 
the manufacturing end right. The 
things that caused all the trouble were 
just little things that could have been 
easily corrected if he hadn’t started 
out in such a big way.” 

“IT know all that,” I reminded him, 
“but what does it all have to do with 
spending all your time with the 
pikers?” 

“It’s this,’ he went on. “These 
fellows you call pikers are the fel- 
lows who are starting right. They’re 
getting the practical end of the busi- 
ness in good shape before they branch 
out. They learn what kind of serv- 
ice will satisfy the customers; they 
find out what their customers want. 
They do all their experimenting on a 
small scale, but they get the real facts 
just the same. When a fellow has 
plenty of money, he is pretty sure to 
be ambitious about creating a great 
business overnight. He starts right 
in attracting a lot of attention to him- 
self and to his business before he gets 
the practical end right and the chances 
are a 100 to 1 that the practical end 
is wrong and that he'll drive away 
more customers than he gets.” 

“You've said something there,” I 
“It sure is mighty bad 
practice to start out selling what you 
can’t deliver. That is if you want 


admitted. 


any repeats.” 

“Yes,” said Bill, waxing poetic, 
“money in business is a good deal 
like fertilizer in the garden. You 
know you can use so much when you 
plant your seeds that they won’t grow. 
That’s what a fellow told me was the 
matter with my garden last summer. 
A business has to grow a good deal 
like a plant. You can’t make one 
overnight and have it a strong healthy 
business, no matter how much money 
you have to put in it.” 

“Then you don’t try to sell to the 
dealers and contractors who have lots 
of money to put in their business?” 

“T never said that,” says Bill. “Of 
course I sell to any one who can buy 
and pay for the goods. What I do 
though is to watch my customers and 
pay most attention to those who real- 
ize that a business must be run right, 
that it must give the right kind of 
service, that it must turn its stock as 
often as possible. I try to help men 
doing business in this manner as much 
as I can. They’re the fellows that 
are going to stick.” 

“Then money really doesn’t enter 
into it?” 


“A fellow who has more money than 
practical experience is pretty sure to 
make a mess of everything, but not 
always. The best customers I have 
now, those nobody can get away from 
me, were, only a few years ago, little 
fellows without money. They didn’t 
attract any attention then. 
many salesmen never even bothered to 
call on them. I'll admit it was pretty 
hard to find them. They were out 
selling or working most of the time. 
But I hunted them up at night and got 
right well acquainted with them. I 
did what I could to help them and 
now they remember me. Those who 
are making the greatest successes are 
the ones who don’t buy anything from 
any one else.” 

“I’m on to you now,” I said as I 
looked at my watch and saw that I'd 
just time to keep that appointment | 
had. ‘You pay attention to the bud- 
ding geniuses and then when they 
blossom you get the bouquets.” 


A good 





It was a great discovery when 
scientific men discovered that water 
would cause a fire. Since then, all 
fires of unknown origin have been 
caused by electricity. 








A. P. Saul, representative for the Rob- 
ertson Cataract Electric Co., Buffalo, 
N. Y., says it takes a pretty foxy buyer to 
put anything over on him. Frank Morris, 
sales manager and vice-president of the 
company, says as a salesman Mr. Saul 
would make a good printer. Well, we'll 
tell you the answer—because he makes a 
good impression. 
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The development of the residence doorbell has been closely 
linked with the development of electric service 




























































This picture, appearing in popular 
magazines, illustrates the develop- 
ment of the modern doorbell. 


Every doorbell should now be 
rung by central station! current 


A step forward in electrical convenience is 
taken when the G-E Wayne Bell Ringer is 
specified as part of the electrical equipment of 
the new home—and the old homes, too, offer Household Type—G-E Wayne 


a fruitful field for bell ringer sales. Bell Ringer 


Bell ringers, as well as all other electrical ma- 
terial, can be sold only to wired homes. Wired 
homes are existent only where adequate elec- 
tric service can be obtained. For the most a % = 
part, therefore, your business is dependent oS lth Fe 
upon the expansion of your local light and acy Ci aS we. 
power company. If the thousands of new and = 2 WS 
old homes in your community are to be sup- 
plied with electric service the local central sta- 
tion must have your friendly co-operation. 





The home electrical of the future is dependent 
upon the central station and electrical con- 
tractor-dealer, working together for their com- 
mon good, with the support of a sympathetic 
public. 





G-E All-Nite-Lite 


33A-95 


General@Electric 


| General Office S 
| Schenectady. NY. Co mM Pp a Nn y lange cits 
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The growth of house wiring and subsequent appliance sales, 
after all, is entirely dependent upon the extension of central 
station service 








This picture, symbolic of electric 
service, is carrying the message 
of G-E wiring devices to the pub- 
lic in popular magazines. 





G-E Wiring Devices are easy to sell— 
if the current is available for their use 


There are two governing factors in the growth of the electrical 
business—one is the satisfaction derived from the materials and 
devices used; the other is the facilities offered for the use of these 
materials and devices. 


Just as the enthusiasm of the public for electric service is meas- 
ured by the excellence of the products sold them, so also is their 
use dependent upon the healthy growth of the local central station. 


It is, therefore, to the advantage of every branch of the electri- 
cal industry to take an attitude of friendly cooperation toward 
central stations. The May Electrical Merchandising and June 
Electrical Contractor-Dealer carry the above message to elec- 
trical dealers. Jobbers’ salesmen can help speed the fday of 
complete understanding and cooperation between the various 
branches of the great electrical family. 
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Launches Lighting Campaign 


Newark Electrical 


Supply Co. Takes 


Further Steps to Boost Business 
for Its Contractor-Dealers 


HE Newark Electrical Supply 

Company’s “Golden Rule Ban- 
quet,” described in the March issue 
of Tue Jopser’s SALESMAN, has been 
made ancient history by the latest ac- 
tivity of that hustling organization. 
This time the effort is designed to 
create factory lighting business for the 
company’s contractor-dealer custo- 
As usual, too, O. Fred Rost, 
general manager of the Newark Elec- 
trical Supply Company has planned 


mers. 


carefully and is carrying out his plan 
with careful attention to the little de- 
tzils upon which success so greatly de- 
pends. 

“The vital 
manufacturing costs just at this time 
mukes the hour opportune for a light- 
ing campaign,” Mr. Rost. 
“Twelve per cent more production, 
twenty-five per cent less spoilage and 


need for economy in 


said 


the same percentage of decrease in ac- 
cidents, which are generally assured 
through providing proper illumination 
t» mill and factory workers, supply 
the best of all reasons for launching 
With low production costs 
the bogey all along the line the invita- 


this drive. 


tion to ourselves and distributors to 
get busy 1s too obvious and imperative 
to be ignored.” 

About fifteen hundred prospects— 
factories, mills, and other employers 
of labor—are having the benefits of 
proper lighting brought to their atten- 
tion forcibly through this campaign. 
A series of four strong letters were 
mailed to each prospect at short in- 
tervals, explaining the advantages of 
proper lighting and urging attendance 
at a smoker and lighting demonstra- 
tion, held in the assembly room in the 
company’s building, on the evening of 
May 4th. In addition, each of the 
company’s representatives called up 
those of the prospects that were his 
to look after and personally urged the 
advisability of having a representative 
present at the demonstration. That 
invitation was definitely accepted by 
more than one hundred factory en- 
zineers or others equipped by training 
to appreciate the fine points of the 
show. 


Contractors, of course, were wel- 


comed at this meeting, but emphasis 
was given to the fact that a special 
smoker and lighting demonstration for 
contractor-dealers would be held on 
the evening of May 7, at which time 
the lighting puoposition would be 
treated from the standpoint of the 
contractor and plans explained where- 
by he might participate in the drive 
and its results. Both meetings were 
very well attended, although the suc- 
cess of the first meeting was hampered 
somewhat by a heavy downpour which 
only taxi drivers seemed to appreciate. 


The lighting demonstration, which 
was the feature of both meetings was 
under the direction of Walter Stur- 
rock, of the Engineering Department 
of the National Lamp Works of the 
General Electric Company. This dis- 
play has become a classic in lighting 
circles and it got across with its usual 
eclat at Newark. 

In his introductory remarks Mr. 
Rost called attention to the time not 
so long ago when manufacturers 
nought coal without a thought to the 
B. T. U.’s that decided its efficiency. 
Today, as “O. Fred” made clear, coal 
was advertised, sold and bought on 
the basis of heat units contained. And 
he ventured the prediction that the 
day was rapidly approaching when 
lighting systems also would be judged 
upon the basis of their inherent ef- 
ficiency—the intensity of illumination 
at the working plane. 

Mr. Sturrock then proceeded to 
demonstrate the importance of proper 
illumination and to make clear to all 
ihat the benefits were tangible, and 
vital to the success of man’s efforts. 
And the interest that the visitors dis- 
played in making use of the foot 
candle meters, that were supplied for 
them to gauge the relative merits of 
the diffcrent lighting systems, fur- 
nished conclusive evidence as to the 
educational value of the demonstration. 
It indeed is difficult to imagine an em- 
ployer witnessing such a demonstra- 
tion without becoming sold on the im- 
portance of proper lighting, or of a 
contractor not recognizing the advan- 
tage to himself in cooperating in such 
a drive. 





Push the Line You Carry 


MATTER of utmost importance 

at the present time is the neces- 
sity for keeping down sales expense, 
so that every bit of profit possible can 
be realized on every sale. Accommo- 
dating a customer by picking up what 
he wants from some other source in- 
stead of selling him the equivalent from 
what you have in stock is costly busi- 
ness and often not only eliminates all 
profit, but causes an actual loss on the 
order. The following letter, written 
to his men, by C. R. Gugenheim, sales 
manager of the Interstate Electric 
Co. of Shreveport, La., brings this 
point out well and clearly, and will be 
read with interest by other jobbers’ 
salesmen and sales managers: 


“If we could supply the needs of 
every person or firm who desires to 
or would do business with us, every- 
one in the organization would soon 
be independent. But in these days 
of high and fluctuating prices, it is 
quite impossible to carry a stock of 
merchandise covering every item for 
which there is a slight or marked de- 
mand. 


“The orders you send in covering 
items we do not handle are usually 
purchased in the city at a loss, in order 
to accommodate our customers. But 
where we carry articles of a certain 
manufacture and you sell the same 
article, specifying a different manu- 
facturer, all profits are lost, because 
we miss the opportunity to turn over 
our stock. 

“The solution of the problem lies in 
everyone connected with our organiza- 
tion pushing to the utmost lines which 
we carry and in which we have in- 
vested our money, to the exclusion of 
other lines, except when unusual cir- 
cumstances or conditions prevent. 

“Our particular aim is to turn over 
our stock at a profit as often as possible 
during the year, and to this end we 
must all co-operate and concentrate on 
the sale of merchandise in Shreveport 
stock. 

“Very truly yours, 
“C. R. Gugenheim, 
“Sales Manager.” 





Dry batteries are manufactured and 
rated at a temperature of seventy de- 
grees. Cold weather reduces the am- 
perage reading, and hot weather in- 
creases it. A dry battery can be 
frozen so it will not work, and it can 
also be dried out with the same result. 
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Your Dealers Can Sell 
The New LITTLE GEM 





Sewing Machine Motor 








Built By Small 
Motor Specialists 


We set out to build a small 
Motor that would answer the 
desire of Motor users for 
something a little better, a 
product embodying that high 
degree of Dependability which 
is found in the great master- 
pieces of Electrical Engineer- 
ing. 


The result was the highly ef- 
ficient Racine Motor, a little 
masterpiece of engineering. A 
motor that will not fail and 
cause delay, fussy repairs or 
reduced production—but will 
run when on and stop when 
off, no matter whether under 
strain of alternately stopping 
and starting or that of con- 
tinuous hour after hour serv- 
ice. 


When you investigate Racine 
Motors you will find that the 
sturdy strength of their con- 
struction, combined with their 
exceptional ability to work 
faster will be the means of 
saving you great expense. 

















Call their attention to the unusual quality, and the 


many points of superiority, of the Little Gem Sew- 
ing Motor for A. C. or D. C. 


Nothing to get out of order, Fits any type of sew- 
ing machine, furnished with a swivel jointed 
bracket which permits the motor to be turned in 
under the arm so that it is out of the way when the 
machine is closed. 


The Little Gem is made by small motor specialists 
who have demonstrated their ability in the well 
known line of Racine high speed motors, grinders, 
vibrators, hair clippers and other electrical special- 
ties. Your dealers know the Racine line. Tell 
them about the sales opportunities offered by the 
Little Gem. 


RACINE ELECTRIC CO. 





Racine, Wis. 
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What’ll you have— 


Hip-Pocket size 
or 
Master Size 
or 


Loose-leaf, Catalog 


The Salesman makes his reputation 


when Selling is a Man’s job. 


SELL your Firm on “Convenience 
of Purchase” for the Contractor- 


Dealer. 


SELL your customer on “Quick 


‘Turnovers’ — not left overs. 





SELL good old P & S goods. 


The New Catalog 26 is ready—in the 


three sizes above—grab one 
PASS & SEYMOUR, Inc. 
SOLVAY, HN. ¥., U.S.A. 


MAKERS OF 
STANDARD ELECTRIC WIRING DEVICES 
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Pettingell-Andrews “Employ- 
es Have Big Year Socially 


HE “P-A” Scribe informs us that 
the Pettingell-Andrews Company, 
Boston, Mass., never did believe that 
the jobber’s interest in his employees 
nded with giving them jobs, but that 
the social spirit should be fostered as 
well, hence the Pettingell-Andrews 
establishment serves also as a social 
enter for its workers. 
It happened in the nature of things 
that “Bill” Peterson—a veteran of the 





sales foree—long recognized as a 
social leader among his acquaintances, 
should assume the roll of social arbiter 
imong the P-A folk, and “Bill,” who 
appears on the social register as 
Chairman X Officio, certainly knows 
watts watt. 

After a season of mild winter sports, 
mostly of the indoor variety, “Bill” 
has decided that the usual May frolic 
this vear shall take the form of a mas- 
querade, to be held in the Strand Ball 
Room on the twentieth of next month. 
from the sub rosa reports in circula- 
tion it will take more than the Ever- 
ready Lamp Works to penetrate the 
disguises, while the Who’s Who editor, 











Frank L. Nugent’s “pet hobby” is a sys- 
tematic jobber’s cost system and an or- 
derly, well-kept stock room. If he looks 
a little proud, he has a good right to for 
his system of cost accounting and stock- 
keeping justifies it. Mr. Nugent is presi- 
dent of the Nugent Electrical Supply Co., 
7 West 29th Street, New York City. 





as well as some of the contestants, it 
is rumored, will place their reputa- 
tions in jeopardy. 

That hardy annual—the wind-up 
of the social season—the P-A outing, 
is to be held this year at Riverside 
Park, Auburndale, on _ Saturday, 
June 25. 

On that day the store will nominally 
open for business as usual, but about 
the only business that will get faithful 
attention will be the watchful waiting 
for the 1:15 for the Recreation 
Grounds, where, the committee informs 
us, will be put over the regular order 
of exercises for the day, consisting of 
the usual group picture; jousts of 
beauty, brain and brawn, both on land 
and water; the ever-welcome collation 
(or whatever name it goes by when it 
registers in the vicinity of $3.50 per 
masticator) ; the distribution of prizes, 
followed by the razzing of our officials ; 
then, on with the dance until the fire 
department sounds the all out alarm. 

Then endeth the trials of the 1920- 
1921 committees, but “Bill’’ Peterson 
will keep right on adding to his glory 


through his wonderfe' insight in. 


choosing the right committee members 
to carry on for another year. 

And speaking of sports: 

This year the baseball virus has 
“took” so violently that P-A has 
broken into the Hardware and Elec- 
trical League with a fine aggregation 
of ace high tension teamsters. 

When “Dick” Jeeves, famous pro- 
moter of baseball pools, accepted the 
challenge to become a pennant snatch- 
er, he sent the S. O. S. (Slide on 
Second) cali throughout the organiza- 
tion, and the line up of rookies that 
responded would have grinned the 
grouch off any dour baseball coach. 

Like Poor Richard of eld, he has 
his squad acting like lightnin’, and the 
Thursday evening twilight series are 
fairly rivaling any southern camp ex- 
posure. 

Already the frails among the royal 
rooters are planning a rearrangement 
of the mural decoration to make room 
for the 1921 pennant. 





An operation job of houses a square 
long in West Philadelphia had one 
set of batteries to light all the gas jets 
and ring all the door-bells. This elec- 
trician was a little more conscientious 
than the one who cut his wire in three- 
foot lengths and doubled it, and then 
left two ends sticking out each of the 
switch and light outlets. This was 
rough wiring with a vengeance. 


What Have Been the Tenden- 


cies of Conduit Prices 


HE table of statistics in the Feb- 

ruary issue of THe Josser’s 
SALESMAN, showing that since 1914 
conduit had experienced a rise in price 
of 142 per cent, has prompted an inter- 
ested party to pen the following dis- 
course on this subject: 

“In December, 1920, manufacturers 
of conduit had different cards in effect, 
and it was not until January of this 
year that the prices began to be uni- 
form. Until late in December it was 
impossible to buy conduit from any 
manufacturer, and anyone wanting to 
purchase it had to do considerable 
shopping around for it. 
the buyer had to pay a high price, 
sometimes as much as 100 per cent over 


As a result 


cost. 

“Conduit prices have over a_ re- 
cent period declined noticeably—in 
one case, for example, 11 points or ap- 
proximately 15 per cent. And it is 
still on the toboggan. 

“It would seem that in taking 1914 
as a base, the one who computed 
the figures for THe Jopper’s Sa.es- 
MAN used the lowest price in effect at 

















Ray Hammond, city salesman for the 
Robertson-Cataract Electric Co., Buffalo, 
N. Y., is all set for a running start to big 
business in 1921. All the bogeys of busi- 
ness depression and buying slump put to- 
gether don’t strike terror into Ray’s heart. 
Ray says he’s there like a golf ball—the 
harder you throw him down the higher he 
bounces. 
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that time, which showed a discount of 
73 per cent from list on 14-inch 
enameled conduit, Pittsburgh base, or 
net $22.95 per thousand feet. This 
schedule was not in effect until October 
7, 1914, running for the last three 
months of 1914, and was what could 
be called a ‘war’ price, as the various 
manufacturers were endeavoring to 
cure a bad practice in the industry by 
the always ineffective means of trying 
to ‘lick’ each other. 

“During the first six months of 1914, 
half-inch enameled conduit sold, Pitts- 
burg, at an average of $28 per thou- 
sand feet, which is an average normal 
low price. Based on prewar conditions 
the average normal fair price would 
have been about $40 per thousand feet. 
At the time this is written conduit is 
selling to jobbers on the basis of 31 
per cent discount, Pittsburgh, five per 
cent brokerage, five per cent special, 
five per cent cash. As most manufac- 
turers allow bills to be paid on the 
10th of the month following purchase, 
this discount virtually becomes a part 
of the price, so that the net price on 
conduit is $50.30 per thousand feet. 
Back in 1914, the brokerage and spe- 
cial each of five per cent did not ob- 
tain, and the cash discount was then 
a bona fide ‘10 days cash discount,’ 
and could not be considered a part of 
the price. By comparing $28 with 
$50.30 it will be noted that one-half- 
inch conduit is selling today at con- 
siderably less than 100 per cent over 
the prices obtaining during 1914. 

“When it is considered that com- 
modities such as clothing, shoes, food, 
rent, etc.—in fact, prices generally— 
are at least 100 per cent over 1914 
prices, it will be seen that conduit 
had to take very little adjustment 
and is proportionately lower today 
than many other lines. Over the long 
pull the tendency is toward lower 
prices, and it is believed that there 
will be more declines in the price of 
conduit before there will be an ad- 
vance; in fact, buyers are actually ad- 
vised to buy for their immediate re- 
quirements only. 

“Considering that at the peak con- 
duit sold at a discount of 20 per cent, 
Pittsburgh, with some manufacturers 
allowing no brokerage beyond this, and 
that in New York, Chicago and Bos- 
ton half-inch enameled conduit act- 
ually sold at a price as high as 
$112.50 per thousand feet, it can read- 
ily be seen that today’s price to the 
actual user is 50 per cent less than 
the high price. 





Putting on an Electrical Show 


A Report on the Kansas City 
Electrical Show 


By I. D. Leffler 


Sales Manager, Funsten Electric Co. 


HE old saying, “Where there is 

a will there’s a way,’ was never 
more clearly demonstrated than by the 
highly successful Electric Show held 
in Kansas City the week of April 18 
to 23. 

After considering the matter from 
all angles, the Allied Electrical Inter- 
ests of Kansas City decided last win- 
ter to put on Kansas City’s first 
Electric Show. 














I. D. LEFrrer 


There were two that 
loomed up big: One was, would we 
be able to get enough exhibitors to 
take up all the space in the large hall 
that was selected for the show? The 
other was: Is the general public suffi- 
ciently interested to come to the show 
and pay fifty cents to see it? These 
two questions were debated long and 
loud: It was finally decided that there 
was only one way to find out and that 
was to try it. 


questions 


Committees were appointed to 
handle various phases of the work, 
such as exhibits, entertainment, prizes, 
advertising, etc. 


Every branch of the industry as « 
whole and every individual put forth 
full co-operation to make the show a 
success. The result was that every 
foot of space (23,000 square feet) at 
$2 per foot, was sold weeks before 
the show opened. As for attendance, 
we had more than we could handle. 
It was figured that if we could get a 
maximum attendance of 50,000 for the 
entire week it would be fine. We had 
over 80,000 attendance for the week- 
17,000 one day. 

To say the directors and the exhibi- 
tors were jubilant puts it only mildly 
—they were simply taken off their 
feet by the wonderful attendance. 

The results of the first Electric 
Show in Kansas City demonstrated 
very clearly these important facts: 

Ist—The general public is inter- 
ested in things electrical to a greater 
extent than was every thought of. The 
public wants to know more about elec- 
tricity and what it will do. It is up 
to us, the Allied Electrical Industry, 
to show what a universal field there is 
for the use of electrical household and 
industrial appliances. 

2nd—That Kansas City has rapidly 
come to the front as a great center for 


the distributor of electrical merchan- 
dise. 


3rd—It has been demonstrated by 
the interest shown in Kansas City’s 
first electric show that it is only neces- 
sary for the retail dealers, the jobbers 
and jobbers’ salesmen to show the 
people the many uses electricity can be 
put to, and to gain the confidence and 
good will of their customers by selling 
them a real service and only quality 
electrical goods and they will be well 
repaid by a wonderfully increasing 
volume of business. 

I am sure the fine attendance of out- 
of-town contractor-dealers and public 
utility men was in a large measure 
brought about by the splendid work of 
the electrical jobbers’ traveling sales- 
men, for they certainly did a fine job 
of advertising. 
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The 
Office 
Needs 


The “H&H” Tumbler Switch is popu- 
lar, comparatively new and thoroughly 
reliable. It is the most shallow flush 
switch on the market and is especially 
desirable in the modern office building 
where thin partitions are used. 

The design of the switch is simple 
and no extra parts are needed to attach 
the plate. 

Durability is built right into “H&H” 
Tumbler Switches. They are one of the 
Old Reliable, worthy of the “H&H” 
quality mark. 


QUALITY 


Switches 


and 
Receptacles 


The contractor is being called upon 
now to provide plenty of Convenience 
Outlets, in the office building as well as 
the home. 

Make it easy for him to have one out- 
let do the work of two—Sell him the 
“Paiste” Duplex. It provides two con- 
venience outlets for the office fan and 
dictating machine. 

Of course it takes the standard plug 
with parallel blades. 

An office camnot have too many 
“Paiste” Duplex Receptacles. 


THE HART Go HEGEMANMFG Co. 


HARTFORD, CONN. 


SWITCHES 
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The Spirit 
of the 


TIMES 


is nowhere more clearly reflected than in the policy of the 
Economy Fuse & Mfg. Co. in establishing a sweeping re- 
duction in prices on Economy Fuses and “Drop: Out” re- 
newal links. Ree 


The increase in price of Economy Fuses from the pre-war 
basis was only 64%—the minimum price increase of any 


electrical material. Effective May 16th, the price of Economy © 


Fuses is reduced to the user by 26 8-10%—which _ is 
only 20% over the original pre-war basis. 


TODAY'S Price 


List Less . 18% [ig LESS | 40% 


de Fm §. “ae 


Mesterday’s Price 


(Standard Package Units) 






“aw 


(Standard Fac ge Units) 
: “ghee os. fs. 





This reduction in price is made in keeping with the spirit 
of the times and is made possible because of the enormous 
quantity of Economy Fuses sold—and because of the writ- 
ing off of high priced inventories—and increased efficiency 
in manufacture in our new plant; the most modern and effi- 
cient factory in the world, devoted to the manufacture of 
fuses. 


ECONOMY FUSES WERE THE PIONEERS OF THE 
RENEWABLE TYPE. THEY LED THE FIELD CON- 
TINUOUSLY FOR OVER NINE YEARS IN QUALITY, 
PROTECTION AND SAVING IN USE, AND NOW, 


Again they are first to blaze the trail of 


Price Reduction 








Economy Fuse & Mfg.Co. 


Greenview Ave. at Diversey Parkway 


CHICAGO, U.S. A. 


For further details consult any electrical dealer or 
jobber or our sales offices in all principal cities 
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| Coaching the Dealer’s 

| Salesmen 

| By Ross D. Cummings 

| HE electrical contractor-dealer 
| who cuts his selling expense al! 
| to pieces in these stirring times, stops 
_ all advertising and smugly shuts him- 
| self up in his private office to “wait 
till business picks up” is going to have 
a nice quiet ‘little “wait” all alone by 
himself. The dealer who gets right 
out after business, hits ’em hard, goes 
right out for ’°em—hammer and tongs 
—is going to “bring in the berries, 
as they say on the Bowery. 


The electrical contractor-dealer who 
_has no outside solicitors (or salesmen 
_as they .are and should be properly 
called) might just as well quit the ap 
pliance business and give it up to the 


| department store or exclusive specialty 


_ shop. ‘One sees very few of the old 
| style electrical dealers’ stores today, in 

comparison to the way things were a 

couple of years ago. Their unwashed 
| windows, dirty interiors, piles of con- 
| duit all over the floor, ete., have largely 
| been replaced by neat, clean, well- 
| appearing shops. As Uncle Bill Good- 
| win says, “Most of ’em have some 
women around them nowadays, as 
_ bookkeepers, stenographers or sales 
women, and the introduction of the 
feminine element makes ’em clean up.’ 


But even a well kept store won’t do 
the work and bring the appliance 
business where it rightfully belongs, 
unless the outside men carry the battle 
right to the doors. Some dealers have 
tried outside men and given it up as 
'a bad job, saying they never made 
good, and so forth and so on, world 
without end. Whose fault was it? 
Wasn't it the dealer’s himself? 
What did he do for the boys? Give 
them any encouragement, keep them 
“pepped up?” Help them get a list 
of prospects, etc.? No, he did not’ 
He said, “Here is a vacuum cleaner— 
| or a washing machine. It’s a good 
one: we will give you 10 per cent if 
you sell it.” And then he turns 
| them loose! Do they get anywhere? 
You know as well as I do that they 
don't. 

I would suggest to the dealer (and 
this is founded upon actual retail ex- 
perience) that he’s got to get young 
| fellows, ex-service men, if possible, 

teach them all he knows, and all the 
dope he can get from the manufacturer 
and jobber about the appliance, lay 
| out their work systematically, give 
| them defined, definite territories, and 
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Wiring Devices for 
Every Electrical Need 


This simple effective locking device is now Bryant stand- 
ard to meet the requirements where lamps are used in 
shops, hotels and public places. 


Simple, because there is nothing to get out of order— 


Effective, because a turn or two of the key forces the 
tapered lock pin into the metal base of lamp and _ pre- 
vents lamp being turned out of the socket. 


Note the locking mechanism is recessed well within the 
lock cylinder or guard—little opportunity for tamper- 
ing. 

“Brylock” Sockets can be had in practically any stand- 
ard type of brass shell sockets or lamp receptacles. 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONN. 
NEW YORK CHICAGO SAN FRANCISCO 


2088 
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BRUNT 


Highest Quality 


PORCELAIN 


KNOBS 
TUBES 
CLEATS 
AND 
SPECIALTIES 














BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 





OFFICES 
| 1827 Republic Bldg. 1123 Broadway 


Chicago New York City 





























make them a part oy his organization. 
When a jobber’s salesman who will do 
so—and all of them will or a manu- 
facturer’s representative puts in his 
appearance—get the boys in and let 
him give them a talk. Keep his men 
“pepped up.” Every salesman needs 
to be kept “pepped up” from the 
George Hull Porters down to the lads 
just starting out. Get them pros- 
pects; inaugurate little advertising 
schemes—anything to get a few names 
for the boys to work on. That is how 
all of the big chain store appliance 
houses help their salesmen, and that 
is why they are successful. 


Outside salesmen are an asset, but 
outside salesmen without inside co- 
operation are a liability. Encourage 
them, help them on the first few sales, 
and all along on difficult ones, and 
you will have a real outside organiza- 
tion that will bring home the bacon. 

The jobber’s salesman, by hammer- 
ing this home to his dealers, and seeing 
that they not only start it but keep it 
up, will find his dealers, and incident- 
ally himself will do a real appliance 
business. 


The old days, when we could sell a 
dealer a dozen vacuum cleaners and 
then go back in 30 days and sell him 
another dozen, are gone. Today we 
have to help him sell them, and 
rightly so. 








Geo. J. Kirkgasser, for the past 10 
years assistant advertising manager and 
advertising manager of the Cutler-Ham- 
mer Mfg. Co., Milwaukee, Wis., has 
opened an office at 806 Wrigley Building, 
Chicago, where he will specialize in work 
for industrial and engineering concerns 
including advertising, merchandising and 
publicity. Mr. Kirkgasser is a graduate 
electrical engineer having completed a 
course in Syracuse University in 1907. He 
is also the author of several books on elec- 
trical engineering. 
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Meet all fuse demands with 
“Electricity’s Safety Valve” 


**Electricity’s Safety Valve’ 
| ~ means Buss Fuses. It states 
their purpose and function, 
| and our realization of re- 

2 oS sponsibility for them. It 
| stands for fuses that bring 
ao fe) only one kind of come- 
aes ae 


back—repeat orders. 





RENEWABLE FUSES 

















| All types of Buss Fuses bear Un- 


CARTRIDGE xenewaste FUSES 


; derwriters’ Laboratories’ approval. 
! Complete approval means that high- 
est mechanical excellence is found in 


all Buss types—not merely in some. 
Plug Fuses 





For that reason Buss Fuses, as a 
line, sell quickly and stay sold. 


























a 


AUTO FUSES —— Link Fuses >) 























Bussmann Mfg. Co. 
I—1 |i % St. Louis, Mo. 


BUSS FUSES 


7 APPROVED IN ALL TYPES AND —- Lt 
samy LABELED [I = 


FREE for the asking—“FUSEOLOGY” and“ F.C.” —— ia =. 
—two’ books that help you talk convincingly about Ss es 
BUSS:FUSES. Write for them. — le 


y os 
eB Tok gf = 5 0) bo a Pt > oh en 79 4 ie MEANS ONLY j= 9 8 Fo FUSES. 
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EVERYTHING IN IRONS 


There’s a Dover for Every Ironing Need 
The Three Big Seilers Illustrated Below 


We Make 
A Pattern for Every 
Purse—From the best, 
to the 


meet a price. Home, 


iron made to 


laundry, tailoring shop. 
An iron for every pos- 


sible customer. 


BEST 


“ELECTRIC IRON 


No. 6'2 A-BEST-O WITH AUTO- 


MATIC HEAT CONTROL 


fhe beautiful blue-steel finish 
of the Dover ironing surface 
always remains smooth. It 
cannot blister, chip or scale 
off. There is no_ foreign 
metal coating—simply the 
iron itself, Equal distribution 
of heat assured by famous 
VEA Heating Element. 


No. 4 DOMANCO (Non-Licensed) 







Other Patterns 


32-Volt (farm __light- 
ing), Tourist (31,- 
pound), and Pressing 
(9- and 12-pound) 
Irons; Tailor Gooses, 
15-, 18-, 21- and 24- 
pound. Regular Volt- 
ages — 105-115, 120- 
130, 210-230, 230-250. 


The iron found in the dealer’s 
own home—the = salesman’s 
own home. Why? _  Confi- 
dence plus the wonderful ther- 
mostatic control—which has 


been successfully applied only 
to the A-Best-O. 


The heating current is auto- 
matically admitted and shut 
off. The iron is never too hot 
or too cold. The black thumb 
screw does the trick—turning 
to the right gives more heat 
—to the left less. 





No. 6 DOVER (Licensed) 


The life of all Dover irons lies 
in the famous VEA Heating 
Element. This element does 
not burn out because it is ‘built 
on the right principle, The re- 
sistance wire is embedded and 
hermetically sealed in a spe- 
cial refractory composition in 
the base of the iron. 


Write for information on other patterns 


THE DOVER MANUFACTURING CO. 
Dover, Ohio 
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Let’s Put Our Shoulders to 
the Wheel 


By Jerry G. Cason, 
James Supply Co. 

OBBERS’ salesmen have today a 
J very grave situation before them. 
Most of the jobbers have on hand a 
large stock of high-priced material, 
and, as the prices on certain lines are 
declining, the jobber’s salesman has 
to watch every nook and corner for or- 
ders—and a lot of the orders now are 
very small. However, if he gets a 
number of small orders in a day they 
will amount to as much as one large 
one, and the small orders are gener- 
ally sold at a higher price than the 
large ones. In this way the jobber’s 
salesman is disposing of his company’s 
overstock at a profit; it may be a 
small profit, but a small profit is much 
better than a loss. 

Many jobbers’ salesmen have drifted 
into the habit during the last few 
years, of passing up the customer who 
bought in small quantities, for the 
simple reason that they could sell all 
the material they could get to the big 
buyer at a nice profit, but now the 
situation has changed, for the big 
buyer is demanding the very best 
quantity prices, and these quantity 
prices now on some lines the jobbers 
carry show a loss on their cost price. 
If a salesman has his company inter- 
est at heart, he will get every order in 
sight—it matters not how small it may 
be—because the small orders today 
are the only orders the jobber makes 
any money on. I believe we all, as 
jobbers’ salesmen, want to see our 
houses make money. If our sales show 
a loss to the house month after month, 
we are soon going to be looking for 
another job and it will be hard to find 
one as good as the one you now have. 

The time has returned when we, as 
jobbers’ salesmen, have to consider our 
company as well as ourselves, and it 
our sales up with what they have been 
for the last few years. If we put our 
shoulders to the wheel and push and 
keep on pushing from early morning 
until late at night we will come very 
near doing it, and in some places we 
will show a gain. 
is going to take some real work to hold 

The electrical business is bound to 
go forward, for a great mass of the 
people are just now waking up to the 
fact that the electrical ways are the 
best and the most economical methods 
to do things. The great American 
People are not a people that believes 
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Mr. Jobber’s Salesman: 
You know that nothing can 
beat lighting as a “money 
rop.” You know what cul- 
tivation will do! You know 
how to cultivate? Are you 
doing it—or waiting for the 
other fellow? 


Make Lighting Your “Money Crop” 
and Make It Make Money! 


Cultivating a business is just the same, fundamentally, as culti- 
vating acrop. Merchandise and service are the seed, the public 
is the ground—and there is a good measure of back-breaking 
labor before that crop is turned into dollars. 


Just now there is no other seed so_ termine size of lamps, spacing and 
well suited to the soil, the climate ‘so on. (3) ‘What an Industrial 
and the weather as is lighfing. It is Lighting Salesman Should Know,” 
the “Money Crop” for 1921—the one handy pocket-size book of informa- 
that deserves the greater part of your tion. (4) “The Great Discovery,” a 
attention and of your customers— " 
contractor-dealers, jobbers and cen- 
tral station men. 


booklet to use as a sales clincher. 


When you talk about the Foot- 
Candle Meter, be sure to mention 
the three booklets shown, for these 
are as valuable in the sale of Right 


How to begin? Nothing is easier. 
\Ve have provided four handy tools 





—simple enough for anybody to use: 
(1) The Foot-Candle Meter which 
provides a convenient way to meas- 


Lighting as is the Foot-Candle Me- 
ter itself. National Lamp Works of 


ure light. (2) “Illumination De- General Electric Company, 164 Nela 
sign Data” which tells how to de- Park, Cleveland, Ohio. 
Find out about 


these four handy 


light-selling tools Each of these labels represents a Sales Division equipped to give a complete 
lighting service. 


NATIONAL 


\LAMPS 
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AJAX PLURAL 
SOCKET PLUGS 


(PATENT APPLIED FOR) 


The Plug of a Thousand Uses 


In a Class by Itself. 
Made for a Purpose. 
It Fills Requirements. 


THREE COLOR 


Combination Easel 


Cartons y-Vi 5. .¢< 
and Hanger As Iil- 
lustrated Furnished 


Ten In Display PLURAL SOCKET Free With Each Di 


Carton 
ser Weeds af wre play Carton 


Packed In Individual 


NO. 33—TRIPLE 
Now $1.25 Each 
Three for $3.50 


NO. 22—DOUBLE 
Now $1.00 Each 
Three for $2.75 


aeons me 6 Oe 
by AJAX ELECTRIC SPECIALTY CO. 0 
STkOes. 6K 


SAME DISCOUNTS STILL APPLY 


Leaves Lamp in Position Intended. 
The Only Plural Socket Plug Made Right for 
One Lamp and Appliances. 


Other plural socket plugs with both socket 
shells at an angle were intended for two carbon 
lamps before appliances were in general use. 


Do you want a plug to fit conditions as they 
were seventeen years ago or as they are today? 


Would you buy a 1904 Model Automobile in 
1921? 


Ajax Plural Socket Plugs are 1921 Models 


Made Right Priced Right Advertised Right - 
Are You Getting Your Share Of This Demand 





DEALERS—Order from Your Jobber 
JOBBERS Get Our Proposition 


AJAX ELECTRIC 
SPECIALTY COMPANY 


1011 Market Street, St. Louis, Missouri 











in going backward, they are forever 
pushing forward, and if we, the elec- 
trical jobbers’ salesmen, keep pushing 
forward the electrical idea, we will 
win and the electrical industry of this 
country will grow and-develop. If we 
grow with the electrical business we 
will grow into better men and bigger 
men; but in order to do this we have 
to develop our minds and our ability 
to do bigger and better things. 

There are many people in this world 
who are satisfied with what they are 
doing and what they know. This type 
of man will never get much higher in 
the business world than he is now, but 
the man, who has the ambition to do 
things and will-power to master his 
business as he goes on in this world, 
and who strives at all times to go 
higher and higher, will go. He may 
have a hard time, he may lose his foot- 
hold now and then, but just watch 
him—he will get there. .The man who 
has the determination and is honest 
in all his dealings cannot be held 
down. You may cut him down once 
or twice, but he will come back again. 

There are many people who say 
at first sight or at the first task, ‘It 
can’t be done.” ‘These people hardly 
ever do anything or amount to any- 
thing. But the man who says, “It 
can be done,” and starts to do it with 
the determination to do it, generally 
gets it done, and done in good shape, 
and he has in the meantime gained a 
step forward, and is a bigger man. 

Now, boys, I am an electrical job- 
ber’s salesman and have written this 
little article in a hotel room away from 
home. I fully believe that if we the 
electrical jobbers’ salesmen will put 
on the yoke, hard as it may be, and 
start pushing forward, and keep on 
pushing, we can have a great influence 
in bringing the nation’s business back 
to normal. 





The first telephone in Sharptown, 
N. J., was placed in Wriggins’ store 
and was a great curiosity. James 
Pate, an expert well digger, said it 
was a scientific fact that stars could 
be seen from the bottom of a well 
while the sun was shinings He, with 
several others, listened to someone at 
the Woodstown end of the line tell 
about the wonders of the telephone, 
but could not be coaxed to see in the 
little rubber mouthpiece the transmit- 
ted image of the fellow talking at 
Woodstown. Pate was made to be- 
lieve his eyesight was defective. 
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ELECTRIC 
House Cleaner 


The AIRPLANE is a new and better Electric 
Cleaner that sells on its first demonstration and 
stays sold, because it does the work. Its flex- 
ible, motor-driven, long-bristle brush moves with 
exactly enough speed to take up the imbedded 
dirt and loosened nap. At one operation it 
sweeps, aerates, cleans, renews and renovates. 


P) 


WARSAW, INDIANA 


Write or Wire Today for Information 
Regarding Territory and Prices 


























RPLAN, 
asher 


A Complete Steam Laundry tha 
washes, boils and sterilizes in one ope! 
ation. The AIRPLANE is the sturdies 
and most practical Electric Washer an 
A Patet-<-amoletibat 


WARSAW, INDIANA 


WRITE OR WIRE TODAY FOR INFORMATION 
REGARDING TERRITORY AND PRiCES 
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Does the Jobber Keep Prices | 
Up? 

The jobber and every business man 
conversant upon the laws of econom- 
ics, distribution and commerce answer | 
“No!” | 

This question was asked by the job- | 
bers of Cincinnati in a co-operative 
advertisement placed in the March 8, 
1921, Cincinnati Enquirer through the | 
assistance and advertising counsel of 
the Sidener & Van Riper Advertising 
Co. 

Especially at this time, when cer- | 
tain prejudiced and __ shortsighted | 
forces of shallow thought, are working 
toward the extinction of this useful 
factor in the economic distribution of 
commodities—the so-called middleman | 


is such an advertisement expedient. | 
The ad which occupied a full page of 


this newspaper after asking this ques- 


tion proceeds to answer in the nega- 
tive. 

“Soak the jobber,’ “He’s a ‘useless’ 
middleman,” “If we could get rid of 
him, prices would come down,” are 
some of the ungrounded epithets being 
hurled at the jobber and quoted in the 
advertisement which goes on to pro- 
pound the fallacy of such reasoning. 
The author of the advertisement then 
explains how the jobber in bearing the 
burden of assembling, stocking and 
finding an outlet for the manufac- 
turers’ goods and relieving the dealer 
of the financial load of carrying large 
stocks, thus enables the public to pur- 
chase at a minimum and fair price, 
guaranteeing thereby a fair profit and 
livelihood to all. 

In a chart captioned “The Circle of 
Prosperity” it is graphically illus- 
trated how the income and prosperity 
of the individual is no less dependent 


upon jobber than upon the manufac- | 


turer and retailer. It is further 
shown that the jobber is a part of the 
public and that by eliminating him the 
public injures itself. Many other 
points, too, are well taken in proving | 
that the jobber is an indispensable 
factor in trade. 

Such advertisements are advisable 
everywhere at the present time. 





The invention of the bamboo fila- 
ment was due to an inspiration, if not 
perspiration. The inventor was chew- | 
ing the rim of a palm-leaf fan on a| 
hot day, and in desperation he ripped 
the protecting edge from the fan or 
carbonized it. It was the standard 





lamp filament for a long time. 











HEMINGRAY 


Glass Insulators 
for 


Power Lines 


We have just issued Bulletin No. 1, 
entitled “Glass Insulators for Power 
Lines,” which contains a lot of infor- 
mation that will help you get your 
share of this business. 


Now, it’s not theoretical or technical 
in any way but it 1s written in a reason- 
able, understandable manner, as easy 
to read as “The Jobber’s Salesman.” It 
will furnish you with a new line of at- 
tack which will enable you to secure 
some mighty good orders. 


Sales Managers should see that each 
ot their salesmen have a copy of this 
book of facts. We will send enough 


to gO around. 





Hemingray Glass Company 


Office and Factory 
MUNCIE | wa INDIANA 


We have been making 
GLASS INSULATORS 
since 1863. 
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AINTAINING Stocks 
for Service, under any 
conditions,—the lead- 
ing topic for discussion 
at a recent meeting of 
Electrical Supply Job- 











Maintaining bers, is as good an in- 
Stocks dex as any as to how 
for 


| SSevice |} the electrical supply 
oa jobber is thinking and 
doing these days. 





To be prepared to meet any emer- 
gency. 


To serve the customer at a sacrifice. 
To stand the gaff. 

To carry the weight. 

To go the distance. 


That is what the electrical supply jobber 
has been and is doing. 


Ask Your 
Electrical Supply Jobber 


when in the market for electrical sup- 
plies. Keep close to immediate sources. 
Concentrate your efforts on building and 
boosting. Leave your source of ma- 
terials to the electrical supply jobber— 
the Headquarters in the Service of Sup- 
plies. 








Electrical Supply 
Jobbers Association 


411 South Clinton St., CHICAGO 











Franklin Overbagh 

(Continued from page 21) 
General Electric Co., of which branch 
John I. Beggs was manager at that 

time. 

After being with the General Elec- 
tric Co. for some time, Mr. Overbagh 
decided it was time for him to light 


/ out on his own hook. As a result he 





organized the General Fixture Co. for 
the purpose of jobbing and distrib- 


| uting fixtures and electrical supplies. 
| It was during this period (around 





1897) that Mr. Overbagh helped or- 
ganize the first jobbers’ association 
and became about a year later the 
first, last and only secretary the 
various associations, that have come 
and gone between now and then, have 
ever had. 

In 1902 Mr. Overbagh left the job- 
bing business to organize the firm of 
Overbagh & Ayres Mfg. Co., of which 
company he is still the head as well as 
secretary of the E. S. J. A. 

The running of his manufacturing 
business has been turned over largely 
to his several sons and he devotes al- 
most all of his time to the work of the 
association which has come to be a 
part of his existence. None could be 
more loyal to an institution, cause or 
creed than Franklin Overbagh, and his 
being elected to succeed himself is 
clear evidence of how his work has 
been and is appreciated by his many 
friends among the jobbers. 

Every association or company is or- 
ganized for a purpose and with some 
ideals or goal in mind. 

“The E. S. J. A. exists,” explains 


| Mr. Overbagh, “because its aims and 
efforts are directed towards finding 
| the most economical and efficient meth- 
| ods for carrying electrical products 


_ knowledge freely, and grow and thrive 





from the producer to the consumer. 

“It believes in the continuous, or- 
derly growth of that branch of the 
industry which has to do with dis- 
tribution, and experience has shown 
that the fellowship of the men in the 
business, collective and co-operative 
effort, the educational advantages that 
come with the exchange of experi- 
ences, all help to lift the business to 
a high plane of efficiency. 

“It favors honest, fair competition 
because it develops initiative, and be- 
cause it is a natural law without which 
advancement would be slow. 

“Years of contact and experience 
with the great men in the electrical 
supply jobbing business have shown 
men of high qualities give of their 
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\ Personal Message 
Tohbersi Salesmen 


Issued by 


George C. Richards 





Did You Get Your Copy? 


‘“The most vivid explanation | have ever seen of 
the power of national advertising and its value to 
me,’ says one jobbing salesman of the personal 
memorandum of information issued by George C. 


Richards covering the “_HEMCO” Twin-Lite Plug 


national advertising plans. 


Another says: “This message of yours was a reve- 
lation; it took me behind the scenes and explained 
the ‘whys and wherefores’ of your advertising and 


its direct application to my sales.”’ 


‘The best news in a month of Sundays,” 


says still 


another, “comes just when we need your backing.” 


All in all, there's vitally interesting news for job- 
bers’ salesmen in this message. It was intended for 


every jobber’s salesman. 


If you didn’t get your copy, write for it 
please. 


—do you know about 
The Saturday Evening Post 


Campaign 


a2 BSB EEE SE ES BSBWeeweeee Bees BBREEA BA 


—do you know about 


The Big Prize 
Window 
Contest 


EVERY TWIN-LITE 


today— 


Is 














HEMCO 


WIN-LITE 








[ HEMCO is on Every Twin-Lite | 


MADE OF CONDENSITE 
WILL LAST A LIFE TIME 

















MARKED “HEMCO” 
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in the giving, while the industry as a 
whole has gained for the information 
it received.” 

No matter what industry a man may 
be connected with, the degree of his 
success or failure is proportionate to 
the effort he displays. Mr. Overbagh 
has some very definite views on this 
topic. 

“The future of the electrical supply 
salesman,” says Franklin Overbagh, 
“points to success or failure in the 























same direction as in every other line of 
endeavor. Success surely follows indus- 
try, perseverance, intelligent thought 
and study. Failure comes with indif- 
ference, thoughtlessness and laziness. 
The problem lies entirely with the in- 
dividual. He must stand on his own 
legs and not expect to be supported 
by others. 























\ 


An up-to-date installation in the assembly plant 
of a large automobile manufacturer 





“Every man who earns a living must 
settle in his own mind what kind of a 
living it will be. He can make his 
work profitable to his employer as well 
as to himself, or he can do the oppo- 


Appleton Swivel Fixture 
Joints and Covers 


“Most up-to-date—Hangs Fixture Straight” 


site and be of no use to his employer 
or himself. It means work, very hard 
To insure perfect alignment of reflectors, used extensively in majority of work, to stand at the top. 
larger installations at the present time, we have designed special Outlet 
Box Covers equipped with a Swivel Fixture Joint or Hub for % inch and 
% inch conduit. In addition to these covers we also have designed a 
Unilet Swivel Fixture Joint and a Combination Hickey and Swivel Fixture 
Joint, illustrations of which will be found below. 


“The electrical industry has started, 
and is going along in a very small way 
in comparison with what it will be in 


These Covers and Swivel Fixture Joints are far superior to the covers 
al . . 
the near future. There is no industry 


and fittings with stationary hubs. Flexibility of this fixture joint or hub 
prevents breaking of fixture at point of suspension and fixture will always 
hang plumb, even though it may be jarred through accident. This swivel 
fixture joint or hub allows fixture to swing through an angle of approxi- 
mately 15 degrees from the perpendicular. 








that can offer greater inducements 
than the electrical for the industrious, 
wide-awake, up-to-date salesman.” 
The General has been somewhat of a 
sportsman in his day, his proclivities 
in this connection having been the 
National Guard, boating, foot ball, 


Reflector will always hang in the correct position, even though the 
Outlet Box or fitting be installed at a slight angle. This naturally makes 
for better lighting and greater efficiency all around. These fittings should 
have your careful consideration for all modern up-to-the-minute jobs. 

A complete listing of these Covers and Swivel Fixture Joints will be 
found in bulletin &-B, copies of which will be sent on request. If you 
haven't a copy of our large catalog No. 8 and other bulletins same will 
also be sent upon request Write today. 


= 7 n . e «cy? 
KOR Appleton Products Include: baseball, boxing and, as he says, “I’m 
/ /p oN “Unilets,”” Outlet Boxes and Covers, Laundry : ae iit ; 
7 JN 2B Fittings, Locknuts and Bushings, Meter Ter- almost a golf player. During his 
W/7\\/p minal Fittings, Entrance Fittings, ‘“‘Pagrip” : ‘ . ae aie 
er Metal Molding and Fittings, Conduit Clamps seven-year enlistment in the National 
SBGY and Hangers, alsa Switch Boxes. - 





Guard, he fought one battle, he says 
the Battle of Peekskill. This engage- 
ment took place at Peekskill, N. Y., 
and consisted of a two weeks’ camp- 
ing trip. He participated in other 
minor engagements, but these were 
fistic combats which took place after 
drills. 

Men come and men go. Sometimes 
they and their names are forgotten, 
but never notable deeds well done. 
The name and work of Franklin Over- 
bagh in helping place the jobbing 
branch of the industry on a higher 
plane of efficiency will go on in the 
memory of those connected with it for 


APPLETON ELECTRIC COMPANY 
General Offices and Factory: 
1708 Wellington Avenue at Paulina 
CHICAGO 
BRANCH OFFICES: 


NEW YORK ST. LOUIS SAN FRANCISCO 
565 Barclay Street 917 Pine Street 509 Mission Street 





Outiet Box Covers with Swivel 
Fixture Joint 

Outlet box covers with this fea- 

ture, either for % inch or % inch 





Combination Hickey and Swivel 





conduit can be furnished for 3 iene re t F b bl 
‘ P . inch round or octagonal, 4 inch is is practically the same as , vears ome. ew robably 
Unilet Swivel Fixture Joint round or octagonal and 4 inch Unilet swivel fixture joint, except many years to C P aici 
Male threads can be fur- square boxes. that it is for use in connection realize the effort and thought he has 
nished in % inch and % This same cover can be fur- with Outlet boxes. In addition to ; F : 
inch and the swivel fixture nished with a swivel fixture hub swivel fixture joint feature, it has put behind his work for the associa- 
hub can be furnished for which will allow for fixture to et —_ Bad — re q : h 
% inch or % inch Con- swing through an angle of 45 thereby eliminating ie use O} : ‘ ogress as 
duit. degrees from perpendicular. ordinary hickey. tion, but the rapl pr gs it 








made will forever speak for him. 
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THE ROTAPEX 
__5-STOP_WRINCER 
pentane __.__ 
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Who Makes The ROTAPEX? 


Do you know, Mr. Salesman? To be at 
a loss for the right answer when you are 
asked that question is to show that you 
are not up-to-date. 


More and more, every day, women who 
buy and men who sell washing machines 
are asking about and talking about the 
ROTAPEX Electric Clothes Washer. You 


owe it to yourself to learn why. 


The ROTAPEX is the new big brother of 
the famous APEX Electric Suction Clean- 
er. Both are produced in the same big 
plant by the same great manufacturing 
organization, The Apex Electrical Manu- 
facturing Company of Cleveland, Ohio. 
Both are distributed exclusively by The 
Apex Electrical Distributing Company of 
Cleveland, Ohio, and The Apex Electrical 
Manufacturing Co., Ltd., of Toronto, 
Ontario. 


“Built to Do 10,000 Washings” 


Seize the first opportunity presented to you to examine and to post yourself about this 


high grade washer. 


Or write direct to us for descriptive literature that you are sure to find interesting. 


THE APEX ELECTRICAL DISTRIBUTING CO., 1067 East 152nd St., CLEVELAND, OHIO 
EXPORT OFFICE AND SHOW ROOM: 461 Eighth Avenue, NEW YORK CITY, U.S. A. 
Canadian Factory: APEX ELECTRICAL MANUFACTURING CO., Ltd., 102-4 Atlantic Ave., Toronto, Ontario 
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OTAPEX 


ELECTRIC CLOTHES WASHER 
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DUNCAN MODEL M2 


ATTENTION SALESMEN: IF 


you are looking for an A. C. meter which during a 
process of intensive evolution covering a period of 
twenty years, has eliminated every defect known to 
the art and now stands as a peer for accuracy, low up- 
keep and dependability, the DUNCAN MODEL M2 is 
the one that you are searching for. Its praiseworthy 
record for fulfilling every known up-to-date require- 
ment in the sale of electrical energy is a matter of 
world-wide knowledge. 


Duncan Electric Mfg. Co. 





























My Recipe for Success 
(Continued from page 12) 


you, whose incomes are close to the 
$25,000 mark. Those earning from 
$5,000 to $15,000 are quite common. 
Yet this chap, who now is selling 
paper novelties, held that he was 
wasting his time as a jobber’s sales- 


9? 


man. 


“The conclusion that I have come 
to is this: when the salesman declares 
that there is nothing in the jobbing 
business for him, he’s simply taking 
a roundabout way of saying that he 
is putting little or nothing into his 
work. For it is a fifty-fifty proposi- 
tion, af er all, and a man takes out 
of his work the equivalent of what he 
puts in.” 

“In fact, all things considered, | 
think that we jobbers salesmen are 
the most fortunate lot of men in the 
electrical industry. We are, in effect, 
in business for ourselves. Yet the 
worry and strain of conducting the 
business and making both ends meet 
is taken care of for us by others. 
Our territory is ours to control and 
develop and every effort we make re- 
dounds to our own profit and credit. 
so you can put me down as having 
said that I consider myself fortunate 
to be a jobber’s salesman.” 


“As a first step in getting business 
and holding the accounts we secure | 
find it very necessary, very advisable 
to sell my prospects first of all on the 
company that I represent. The abil- 
ity of the house to give prompt serv- 
ice, the fairness of our policy, the 
reasonableness of our terms and 
prices, our standing and long experi- 
ence—those are the points that need 


| to be emphasized first. Then, too, I 
| endeavor to find the likable qualities 


in the man with whom I’m dealing, 
and to merit his regard and respect 
in return.” 

“TI do those things because it is my 
theory that any buyer who secures 
competitive bids, especially on small 
orders, is not properly sold on either 
my house or me. I had an experience 
with a buyer recently which explains 
the tactics that I have found worked 
well in many such cases. Perhaps 
others will find my plan helpful, too.” 

“This buyer informed me at once 
that he wished to secure competitive 
bids from at least two other jobbers. 
I told him to do so by all means, if he 
considered that course necessary. 


Then I let drop that I had my own 
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Il A TRIP THROUGH THE PLANT OF 


—S==a=THE ARROW ELECTRIC COMPANYS 
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HARTFORD, CONN. 
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The manufacturing operations shown in this fifth article on our plant are convincing evidence of the 
production capacity of the “‘Arrow Electric Company.” 
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“GLAD TO SEE YOU!” 


T sure makes a fellow feel good to get a hearty 
welcome when he calls on a prospect and 
‘Glad to see you” is what your dealer will 


gay to you when you call after you've sold him 


Weeks Electric Ranges 
and Cookerettes 


Your dealers are glad because Weeks Ranges 
have so many good selling points they give 
him a quick turnover on his money. They cost 
but little to operate, are durable, good looking, 
made of solid cast iron highly polished and 
nickel plated. They have white onyx panels 


and zincplated linings. 


Their customers are pleased because Weeks 
Ranges require practically no servicing and take 
the guesswork out of cooking by positive scien- 
tific cookery. Radioductor and the mercury 


thermometer and cooking chart assure that. 


What’s Radioductor ? Write Us. 


We'll tell you how it will boost your sales. 














No. 102—two hele hot plate 
for lighting circuits 


H. G. Weeks Mfg. Company 


HAMILTON, OHIO 





ideas on that subject, having had ex 
perience in both the buying and sell 
ing ends.” 

“He wanted to know right awa, 
what I meant by that remark. I had 
calculated that he would and was pre 
pared for him. So I called his atten 
tion to the fact that his order was to 
be a small one anyway and that what 
ever the advantage he secured throug) 
securing various bids would not total 
very much in actual money. You see, 
I wanted to impress him with the fact 
that he was actuated more by policy 
than anything else. So I induced him 
to mention the greatest sum that he 
thought might possibly be saved by 
playing one jobber against another.” 

“Then I figured out the cost in time, 
labor, bother and money that he would 
incur by securing those various bids, 
and I brought him to see that that cost 
must be added to the figure at whicli 
he placed his order. And as luck 
would have it, the possible saving 
which he planned to make through se 
curing competitive bids, assuming 
some of them to be lower than ours. 
figured out to be not worth the effort 
involved.” 

“Then I'told him frankly that I re 
garded it as a weakness for him to do 
business at all with a house that he 
did not trust fully, and that we did 
not much care about having his busi- 
ness on that basis. And I followed 
that up by pointing out that we were 
in business on the same basis he was—- 
to build up patronage by giving hon- 
est service in return. Also I showed 
him how that first small order of his 
would yield us no profit, when the cost 
of my time and the other expenses in 
cident to opening a new account had 
been figured in. And so he gave me 
the business without more ado.” 

“Incidentally, I want to say, too, 
that it’s my conclusion that the jobber 
who habitually cuts prices and gets 
business on that basis is unprogressive 
and trailing along away down close 
to the foot of the column. That holds 
true generally, I believe, in all lines 
of trade, for the price cutter is not a 
business builder or developer. H: 
hasn’t margin enough to carry out pro- 
gressive, constructive ideas, even 
though he did get them. And tl 
salesman who works for such a hous 
has my sympathy. He quite naturally 
depends upon a price appeal to get 
business. He never comes to plac: 
full dependence in his ability to sel! 
and consequently does not develo) 
properly.” 
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Written for Your Benefit 


Beardslee Talks is written to make electrical 
dealers better merchandisers. Interesting articles 
and timely suggestions show them how, when, 
and where to sell more and better lighting equip- 
ment; how to get more business by doing things 
other successful dealers have done. The men who 
write for Beardslee Talks have been in the game 
for many years and they know how to land the 
order. If it accomplishes its mission, and we have 
proof that it does, the dealer sels more, you sell 
more, and we get our share. 


Hence, Beardslee Talks is for your benefit too, 
but to get the best results you should read it as 
faithfully as your dealers do. You can't buy its 
help at any price but we will g!adly send it to you 
free,—just fill in the coupon. 


Beardslee Chandelier Mfg. Co. 
218 S. Jefferson Street 
Chicago, IIl. 
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| “Another very vital point is for th: 
salesman to have the co-operation and 
guidance of an efficient sales manager. 

CLAIMS US PROOF That is not always the case. In fact, 
° in not a few instances co-operation 

does not go much beyond supplying 


Claims Mean Nothing— the salesman with a grip and a price 
book. To my way of thinking, the 


P roof Shows Up the Truth salesman who prostitutes his chances 


by struggling along under such a 
handicap is short sighted to say the 





To Friend Salesman: least. 

“My belief is that an inexperienced 
salesman just beginning in the jobbing 
field simply cannot make good under 
such conditions of working. He must 
be counselled and helped by a sales 
manager who knows his business. In 
fact, even after the salesman has 
learned the ropes and has made a 
place for himself he will still be the 


In your line, most of the Blow Torches 
you sell your customers are for their own 
use, not for resale. This gives you a chance 
to find out whether your customer has had 
satisfactory results from the Blow Torches 
he has been using, or feels that ALL Blow 
Torches are an aggravation and a nuisance. 


THE TURNER BRASS WORKS wants 
every man who is “sore” on the Blow Torch 





subject, to try a TURNER NEW LINE - me better for the help of a competent 
BLOW TORCH, and PROVE to himself {Don’t buy another sales manager. 


that there is ONE torch on the market which Baffle in the Burner. * ; 
really does everything he has a right to ex- parenr, NER a eee wae Be on 


pect of it. 

Never mind what we claim for it,—prove by actual trial that 
Blow Torch satisfaction IS possible, with a TURNER NEW 
LINE TORCH. 


the trigger all the time, too. Just this 
week— Wednesday, in fact—the house 
got wind of a concern that gave evi- 
dence of being in the market for cer- 
tain supplies in-our line. I was tip- 
ped off, and motored out at once and 
had a talk with the buyer. I did not 
come away with the business, but I did 
leave the door open so that I could go 


The Reasons. 
1. The Baffle. 
Perfect generation of gasoline 
or kerosene without adjust- 


ment. 
2. The Separate Adjusting paca eset bees. iu vaiaaie 
Needle. 4 —_ 


“ “Darn you!’ he said. ‘I think your 
prices and terms are stiff, but you fel- 
lows are on the job and seem to know 
how to give service. So I’m going to 
give you the business—you’ve earned 
it by being alive.’ 


No danger of enlarging fuel 
orifice. No corrosion. 

3. The Flared Tube Air Intake. 
Correct air mixture automatic- 
ally proportioned. 





“‘The same Patented Fea- 
Torches. Giudine seis ant 4. The Burner Body Without “Another thing to be guarded 
er Holes. against, and which has been men- 
tioned many times before is this ten- 
| dency to knock the other fellow. No 
truly capable salesman need ever de 
scend to such things. Besides, there 


Prevents wind from cooling 
the flame. 





5. Lightness and Convenience. 
Continuous use possible without tiring operator. 


6. Standardization and Interchangeability. 
All Torches use same parts (except burners). 


are other and better ways. 

“The salesman, let us say, is out 
after a fan contract. He’s pushing a 
particular make of fan. The buyer in- 
forms him that two competing con 
cerns are out for the business, too, and 
asks our salesman what he _ thinks 
about the fans offered in competition 
to his. 

“Right there, some salesman will 
make the mistake of deprecating the 
other fellow’s product. But suppose, 
on the other hand, that the salesman 


Your customer’s trial of aTURNER NEW LINE BLOW 
TORCH will be profitable to him,"to you and to us. 


‘ ‘| The Turner Brass Works 


Sycamore, Illinois 








Half a Century in the Business 





Largest Manufacturers in the World of Blow-Torches and Plumbers’ 


i ; Furnaces says that the other fans are both good 
We also manufacture Brazing Forges, Lead Burning Outfits, Oxy-Acetylene Weld- . : : = 
ing Apparatus, Builders’ Hardware Specialties, such as Kick Plates, Push and | makes and in the same class with his. 


Pull Plates, Brass Thresholds, Door and Window Guards, Brass Railings, etc., ° - 
and the highest grade of Cast’ Bronze Name Plates. Just observe what is accomplished 
through that move. 


“The salesman puts his own fan for- 
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HARVEY 


ELECTRICAL 


BRIDGEPORT 


NEW YORK 
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Sales! Sales! Sales! 


with the 


HUBBELL Tetapt en 


HERE is a handsome four-color di 


container, holding, showing, demonstrat- 


ing, AND SELLING 10 standard 
bell Electrical Specialties. There 


urgent need for each of these devices not 
only in every home, office and factory, 


but in practically EVERY ROOM! 


Convenient power outlets induce the 


purchase of electrical appliances. 


Sell more than one device to each cus- 


tomer. 
In the Hubbell Te-Tap-Ten you have— 
5 Te-Tap No. 1 1 Twin Te-Ta 


5 Te-Tap No. 2 
5 Te-Tap No. 3 


5 Cord Connectors 1 Signalite 


We are backing you up with national ad- 
vertising, and will furnish you with cir- 
culars imprinted with your firm’s name, 


for customer distribution. 
How many sets can you sell? 


All Ba a a -Caps 
etAaps ce] fb 


fit HUBBELL 


1 Twin Te-Cap 
1 Twin Te-Plug 
5 Pull Socket Plugs 1 Triplex Te-Cap 


splay 


Hub- 
is an 


Pp 
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BBELL« 


SPECIALTIES 
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The above two styles of FARIES VERDELITE portables are among 
the best sellers in the entire VERDELITE Line of Electric Portables. 
These two portables, as well as 26 additional distinctive designs, are fitted 
with Adjustable and Detachable Green Glass Shades and find a ready use 
in homes, offices, hotels, banks, hospitals, libraries, churches and schools. 
The VERDELITE Line includes a varied selection of lamps for Roll Top 
Desk or Piano, as well as for Flat Top Desk or Table. 


Below are two distinctive designs of FARIES Adjustable Telescoping 
Floor Portables. They are adjustable in height, and the arms are adjust- 
able to any angle. The shades will not pull off, but will swivel so that the 
light can be thrown in any direction. 


The Bases on these portables are covered with heavy felt and will not 
mar or scratch a polished surface. 


We also make a complete line of Adjustable Brackets, Metal Shades and 
Reflectors. 


We are Designers and Manufacturers of Original, Artistic and Econom- 
ical Fixture Trimmings, Gas, Electric and Combination Fittings, Auto- 
matic Turnings, Spun and Stamped Brass Goods, Brass, Bronze and 
Aluminum Castings, and special parts for fixtures. 








FARIES MANUFACTURING CO. 
DECATUR, ILLINOIS 

















ward as the criterion, when he uses it 
as the standard for judging the other 
fellows, doesn’t he? Could he say 
more? Yet he has not knocked. 

“T can recommend it as being well 
worthy the time of any jobber’s sales- 
man to study out the psychology in- 
volved in that little play. It’s usable 
in many different ways, once the prin- 
ciple is understood. Best of all, it is 
salesmanship, not knocking. 

“Another thing which must be 
guarded against is the tendency to 
slow down and take things easy as 
soon as one gets himself established 
and knows that he is making good. 
It’s a common failing. And the sales- 
man who does not keep a record of his 
daily work—calls made, things at- 
tended to, business done, and so on— 
is practically certain to slow down, 
even though not intending to do so. 

“Any man who earns the money that 
a successful jobber’s salesman does 
should dignify himself to the extent 
of at least keeping a record of calls 
made and business secured.. His en- 
deavors thus are made to appear as 
something apart from himself; the 
work of the current month or week 
can be compared with that of the pre- 
ceding period, and the salesman can 
tell at a glance whether or not his 
voltage has dropped. Without some 
such check, a few rainy days, a bit of 
sickness, a holiday, will act to induce 
a habit of less than the normal amount 
of work, without the salesman realiz- 
ing what has occurred at all. I’m sure 
that is true, for working is just as 
much the result of habit as its oppo- 
site, with the advantage on the side 
of not working. The human tendency 
always is towards inertia. 

“To my way of thinking, too, it’s 
worry and the strain of finding excuses 
to account for duties neglected that 
send a man to the scrap heap before 
his time. Whereas, when the sales- 
man sets a standard for himself and 
lives up to it he comes to the end of 
the day with a contented mind; he has 
little or no occasion to worry. For I 
do honestly believe that any man who 
works faithfully, day in and day out, 
as a jobber’s salesman, will get ahead 
and make money, let the times be as 
they will. 

“There is a tendency observable 
among some jobber’s salesmen of late 
that I think should be corrected; it in- 
volves a problem that each must work 
out according to his lights. I refer to 
the condition which is resulting from 
the great influx of specialties into the 
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Switch in running position; 
cannot open cover until in 
“oft”? position. 


The Code makes mandatory the 
enclosing of a service switch, 
and recommends that it be ex- 
ternally operated. 


Here is an enclosed switch, ex- 
ternally operated, with some un- 
usual features: 








The box cannot be opened 
until the switch is in the 
‘off’? position. 


The switch cannot be closed 
until the cover is down. 


By the use of a shield every 
live part may be covered. 








Not merely a box for a ser- 
vice switch and cut-out. It is 
an externally operated, metal- 
housed, safety switch, electrical- 
ly and mechanically of the high- 
est order, complete in every de- 
tail. 








The Answer 
is “Yes” 


You don't have to be an op- 
timist to look ‘em in the eye 


and sell Circle T Safety 


Switches on their merits. 


You don’t have to go to school to 
learn the fine points about selling 
these switches, either. 


They are simply the refined prod- 
uct of a house that has always 
made an above-par knife switch 
and to meet modern requirements 
have surrounded said above-par 
knife switch with a_ substantial 
metal housing, provided with such 
safeguards that in reply to the most 
searching investigation regarding 
mechanical and electrical perfec- 
tion; compliance with Code re- 
quirements; diversity of terminal 
connections and range of catalog 
numbers available, the answer is 
inevitably “Yes!” ““Yes!’’ and as 
many more “‘Yeses” as there are 
such questions. 


Send for our sales manual and 
see how easy it is to say ““YES!”’ 














THE TRUMBULL ELECTRIC 


MANUFACTURING CO. 


PLAINVILLE, CONN. 


SAN FRANCISCO CHICAGO BOSTON NEW YORK 
595 Mission St. 40S.ClintonSt. PHILADELPHIA 114 Liberty St’ 





























86 THE JOBBER’S fA) SALESMAN 








ey | jobbing business. Two distinct 
branches of work are being evolved 


‘a out of this state of affairs. 
“The point is that some salesmen 


handling supplies are inclined to be 


wd - 
S lit Knobs f | jealous of the man who devotes his 
P time to selling specialties. They look 






a s73 

Porcelain [ = 

By upon him as some superior sort of 

<= being. Such an attitude is wholly un- 

Gite warranted, for the scope and _ possi- 

bilities in the supply end of the busi- 

ness are simply tremendous. Also, 

Every Jobber’s Salesman sells ‘em by the thousand! So such jealousies disorganize the staff 
give your customer a real buy by selling him the and are bad for all concerned. 


“Just think of it! The supply sales- 


“EVEREADY” man has from 4000 to 7000 lines to 


° ° ° sell; and it’s no exaggeration to say 
Wing Assembled Porcelain Split Knob that every prospect who is visited is in 
Exclusive Licensee Pat.-1.354.396, Sept. 28, 1920 the market for at least some items in 
that lot. And whenever the supply 


Can't come apart. Highest quality porcelain. Built to with- 
salesman cares to adopt the tactics of 


stand hard knocks. Manufactured under the only patent 


specifying wings on the nail. Why sell infringing knobs? his brother who sells specialties he 
can make sales, regardless of times or 
Want some more information? conditions. 


We'll be glad to send it. wi ahs 3 
The criticism, of course, is that the 


jobber’s salesman—some of them— 


Davidson Porcelain Company has failed to properly appreciate his 


East Liverpool, Ohio opportunities. His tactics, in conse- 
quence, approximate those of the ped- 


lar. His attitude when approaching 
a customer can be epitomized by say- 
ing,—I have everything that you 
may want—do you want anything? 
“Isn’t that pathetic! A man whose 
tactics are like that cannot sell spe- 
cialties—he couldn’t even give them 
away. Yet he is the type who is en- 





Also manufacturers of Porcelain Solid Knobs and Cleats 











Installed vious of the specialty salesman. Does 
° he demonstrate that he possesses the 
: tc 
More speed on the job, Quicker ability necessary in selling specialties ? 


more profit for the con- hi 
tractor, more sales for you. I think not. 
P. S. is ready to install; “A good supply salesman’s orders 


rage theipm eget ve Sell will be for almost any amount from 
ordinary enameled conduit. _— $50 upwards, and his annual business 


re So Sg pays best, sells | Quicker runs into hundreds of thousands. To 

; do that, though, it’s necessary to study 
the customer’s wants and sell as the 
specialty salesman does, by pushing 
the things that the customer stands in 
need of. In that connection, by the 
way, the article in THe Joxser’s 
Satesman for April, entitled, “The 
Customer’s Viewpoint,” is one of the 
most illuminating I have ever read and 
all salesmen will be benefited by 
studying the classifications that Mr. 
Eidlitz has made. 

“Now, I have said a lot and hope 
that some little of it at least will be 
helpful. But there is one thing which 
I have saved until the last that I do 
positively know is vital and necessary 
to every man who would succeed in a 
| big way as a jobber’s salesman. It’s 
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OLITE 


PATENTED ANO TRADE MaRK REGISTERED 


A bs ; 
a i 

TYPE CE 
meee ne ~ 
Both the Reflec- 
tor Base and 
Plane are of solid, 
all white, glazed 


porcelain The 
bowl is of special 
white glass in 
Tuscan design. 
Single chain 
hanger Type DE. 
Three - chain 


hanger Type EE. 


eee 


Eight Years Development 


Eight years ago Brascolite was but an idea defined in an obscure 
ambition. Today Brascolite is in the increasing service of man- 
kind in every quarter of civilization. 


The new home of Brascolite is now the largest and best equipped 
plant of its kind in the country. 


The proved efficiency and economic service of Brascolite has 
created for it a nation-wide demand. Advertising is making it 
easy to sell Brascolite—the profitable light for jobber’s salesmen 


to push. 


You are invited to call upon our Engineering Department at 
any time for service or advice in connection with any lighting 
requirement. 











Prepared to estimate on 
and produce materials 
of manufacture in 


Metal Stampings 

Porcelain enameling 

Machining and Spin- 
ning 

Brass and Aluminum 
Founding 


Electro plating and 
polishing 








Atlanta 


LUMINOUS UNIT COMPANY 


Division of the St. Louis Brass Manufacturing Company, ST. LOUIS, U.S.A. 
BRANCH OFFICES: Sales and Service 


Boston Cincinnati Chicago Denver Detroit 
Kansas City Los Angeles Minneapolis New York New Orleans 
Philadelphia Pitisburgh Seattle 


Canadian Distributor: Northern Electric Co., Ltd., Montreal. 
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Prompt Deliveries and 
Attractive Prices 


On 


\Red Denil 


REG.U S Pat OFF 


TOOLS 


\With our greatly enlarged 
plant and better shipping 
facilities, we are in a position 
to fill orders on a quality 
product promptly. 
“Red Devil” Tools comprise 
a full assortment of Elec- 
trical Tools at attractive 
prices— 

Pliers 

Auger Bits 

Hack Saw Frames 

Hack Saw Blades 

Cold Chisels 

Havens’ Clamps 

Buffalo Grips 

Climbers 

Connectors 

Tool Belts 

Safety Straps 

Snips 

Screw Drivers 

Electricians’ 

Knives 

“Red Devil’ Tools have a 
popular appeal, are easy to 
sell and sell at a profit. 


Ask for the ‘‘Red Devil” Electrical 
Tool Booklet. 


Smith & Hemenway Co. 


Inc. 


Manufacturer of “Red Devil’’ 
Tools 


266 Broadway, New York, N. Y. 


too often. 

“The jobber’s salesman must make 
a methodical business of keeping him- 
self posted on the things he sells, and 
|on business conditions in general, too. 


| not new, but it cannot be emphasized 
| 





For only by doing that can he develop 
the big possibilities which are inherent 
in his work. He must study, absorb, 
ihold and make use of the knowledge 





| business. 
' “Any man who will do that and 
| who works conscientiously every day 
will succeed in spite of everything.’ 





| 
| 
| The first man to carry porcelain 
‘tubes on the road kept his samples 
cleaned with tooth paste and tooth 


brush. Such samples have never been 





/seen since. He only had three sizes, 
5-16 x 3, 5-16 x 4 and 5-16 x 6, and 
was glad to get orders for lots of 100 
| at a time. 








| 

| The present Mazda lamp is not the 
| last word in lamp making. Ten years 
| 


from now tungsten lamps will be 
| . 
| classed with bamboo filaments. 


























that bears upon the success of his 

















| another very firm advocate of jobber ad- 











|vertising. He believes that it is the basis 








J. W. Reese, manager of the Doubleday 
Hill Electric Co., Washington, D. C., is 


of all selling campaigns and that without 
it neither the electrical dealer nor jobber 
can procure the amount of business right- | 
fully belonging to them. In sales methods | 
and practices, Mr. Reese is always a few | 
jumps ahead of the game. 








for a hot day to talk 
Peerless Fans to your 
dealers? Past experi- 
ence has proved the 
waiting business un- 
profitable. 


Upon checking up our fan 
orders, we've found that deal- 
ers haven't been laying in 
their stocks as they should. 


Fellows, no one can afford 
to wait in 1921. Hot weather 
will inevitably arrive and with 
it a demand for 


PEERLESS 
FANS 


Are you going to let the 
chaos of former years prevail 
again this year? We think 
not, but if you don’t want a 
lot of trouble crcpping forth 
on all sides at the first real 
hot day, get your dealers’ 
Peerless Fan orders now. 


They say time and tide wait 
for no men—neither does the 
public on a hot day. If your 
dealers aren't stocked, peo- 
ple will go somewhere else 
and you're the loser. 


Concentrate on Peerless Fans 
from now on. 


The Peerless Electric Co. 
Warren, Ohio 
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Pliers 

Splicine Clam 
Sleeve “ Twisters 
Climbers 

Tool Belts 

Safety Straps 
Lag Screw Wrenches 
Wire Gri 

Tree Trimmers 
Tool Bags 


Soldering Furnaces 


Math 


Established 1am 


Good Will That Took 
Fifty Years To Build 


It took a long time to build up the reputa- 
tion that has made Klein Pliers standard 
among linemen—just about fifty years to be 
exact—and it is only natural that we guard 
that good will jealously. 

Every single plier we make or sell is 
stamped with our trade mark—every plier is 
hammer-forged from the finest of special bar 
steel—every plier is tempered, machined and 
fitted by mechanics, some of whom have been 
with us for over thirty years. 

The hand-fitting curve to the handle—the 
extra care spent in tempering the knives—the - 
careful annealing to give just the right spring 
to the handle—the rigid inspection—the guar- 
antee to the user against defects of manufac- 
ture—all go to make Klein Pliers the favorite 
among linemen. 

Equip your outside gang with sturdy, de- 
pendable tools—buy Klein Pliers. 

This is No. 3 of a series of ads to YOUR customers. Get in 


touch with us if you want any more information on the 
proposition we make to him in our ads. Let’s go. 


ik] & Sons 
Chicago. Il].U.S.A. 




















90 


THE soBBER’s [A] saALESMAN 








Will there be 


enough Fans? 


The Spring demand for 
Emerson fans has been 
remarkably strong, 
under the conditions. 
It has been necessary 
to increase production 
of certain types to 
prevent shortage. 


On May first our fan 
stocks were large in 
the aggregate, but we 
all know how fan stocks 
melt away in hot 
weather. Will history 
repeat itself this 
year? 


Here is, perhaps, a 
new thought to pass 
on to your customers. 
With curtailed output 
from many factories, 
is it not entirely 
posSible that there 
will be another short- 
age of fans this 
season, especially if 
the weather “breaks 
right" before July 
first? 


Retailers have not 
laid in normal fan 
Stocks. Most jobbers 
have failed to do so. 
If extreme hot weather 
comes suddenly, it is 
almost sure to bring 
a demand which cannot 
be supplied promptly. 


We Suggest you tell 
your customers the 
facts. Urge every 
retailer to get fans 
in stock; otherwise 
many sales will be 
lost. 


THE EMERSON 
ELECTRIC MFG. CO. 


St. Louis New York 








Get Ready for the Farmer 
(Continued from page 9) 


to say about it. She gets very tired 
of filling and trimming and cleaning 
the dirty, smelly, old kerosene lamps 
day after day. You bet she’s strong 
for electric illumination and all the 
other conveniences that go with elec- 
tric service. She knows all about 
them too, whether through reading 
about them, seeing them in use at 
neighboring homes or as is more 
likely, on her visits to friends and 
relatives in the city. 

For the jobber’s salesman whose 
house is not yet handling lighting 
plants or lamps and appliances for 
farm demand there is wisdom in keep- 
ing an eye on the field and in laying 
a few quiet plans as to what to do 
when the field becomes so big and im- 
portant that farm electrical equipment 
inevitably becomes a part of his line. 

One thing which you can do is to 
boost the game whenever you talk to 
the rural electrical dealer—keep him 
thinking about it. Make it a point to 
know something about country home 
lighting outfits, how they operate, 
what they cost, margin of profit and 
the best ways to sell them. 

And when the sale of this line is 
eventually added to your present sell- 
ing duties, there is really very little 
to be learned that you have not al- 
ready absorbed in your present selling 
job. The voltage rating of lamps, 
motors and heating devices for use 
with country home plants is not the 
same as the 110 or 220-volt equipment 
vou are selling, but the application 
and sales ideas are identical. You may 
have to learn something about churns 
and other farm mechanisms not used 
by city folks, but that’s easy sledding. 

Nowhere in the world is the con- 
venience of electricity more needed 
than on the farm. The farmer’s wife 
has a real job in preparing meals for 
a gang of hearty eaters, including at 
times, if not always, the hired help. 
She has her house to take care of — 
poultry, churning, perhaps, and a 
vegetable garden. Going to the store 
is not just a matter of walking a 
couple of blocks and she can’t call up 
and order by phone because the mer- 
chant naturally does not deliver his 
stuff ten miles out in the country. As 
a result, anything that will save labor 
























Safeguard the line- 
man against acci- 
dent in his hazard- 
ous daily work 
by supplying your 
central station and 
telephone custom- 
ers with 


Buhrke Safety 
Belts = Straps 


minimize the chance of acci- 
dent under the most dan- 
gerous working conditions. 
They afford protection 


equivalent to four times any 
possible strain. 





BUHRKE SAFETY BELTS 


Made of selected “steer” hides—all 
hardware tested—no defects. 





BUHRKE SAFETY STRAP 


It is the Lineman’s Best 
Insurance Policy 


R. H. Buhrke Co. 


(Established 1877) 
1238-1250 Fullerton Ave.,Chicago 
“The House of Quality” 
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There are no conditions in first-class switch requirement 
and construction which are not fully met in Compro Cur- 
rent-Proof Switches. The fundamental features being the 
high degree of safety, interchangeable parts, simplicity of 
design, installation and operation. 


We manufacture all types of 
enclosed switches for all types 
of electrical circuits. 











How’s Compro? 


‘Sall Right 


The jobbers’ salesmen are 
being asked many questions 
these days and they are not 
sidestepping when any one 
asks: ‘‘How’s Compro?” 


Compro Current-Proof 
Switches are “all right” and 
you can say that with the 
firm conviction that neither 
the house nor you wall suffer 
for the endorsement. 


We know what Jobber Ser- 
vice Means and we mean 
what we say when we tell you 
that “Compro” stands for 
Complete Protection. 


Write for our proposttion—it ts 
unusually attractive 


The Wadsworth Electric Mfg. Co. 


INCORPORATED 


Covington, Ky. 


Branch Offices: 


New York City Boston, Mass. 
30 Church St. 176 Federal St. 
Chicago, Illinois Pittsburgh, Pa. 
559 W. Monroe St. 422 First Avenue 


COMPRO sii. 
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“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


“AMERICAN 


BRAND” 


Weatherproof and 
Bare Copper Wire 
and Cables 


IV 


QUALITY 


‘The intrinsic value of the 
line depends wholly upon 
the honesty of the manu- 
facturer and his desire to 
give good value. 
“AMERICAN BRAND” 
Weatherproof wire is 
made with that care and 
honesty of purpose which 
produces a uniform qual- 
ity unexcelled by other 
makers. 

Establishing a standard is one 
thing; maintaining it is an- 
other. 

It is the SUPERIOR quality 
of “AMERICAN BRAND” 
Weatherproof Wire that 
maintains the high standard 
set for it, and it is worthy of 
the name it bears. 

It carries Our unqualified 
guarantee, which affords your 
customers absolute protection 
against inferior wires. 


Jobbers’ salesmen — should 
send for samples of “Amer- 
ican Brand” wires and con- 
vince themselves. 


American Insulated 


Wire & Cable Co. 


CHICAGO 





















“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES | 
HAS NO EQUAL 





is surely appreciated by the farm wo- 
man. 

Now, the farmer himself, of neces- 
sity must be a pretty handy bird. If 
a tool or a machine breaks down, he 
can’t spare the time to take it to town 
for repairs. He has his own work- 
shop out in the barn or in the tool- 
makes repairs and 
Electric light and a 


shed where he 


sharpens tools. 


| few motor driven tools such as a grind 





stone, power saw or perhaps a lathe 
would save a lot of time and elbow 
grease. 

Electric light in the barn beats the 
old lantern most to death for the 
before-breakfast and _  after-supper 
chores. 

Since the old days when men cut 
grain with a scythe and raked, bun- 
dled and threshed it by main strength, 
the farmer learned how much 
easier it is to let machinery do it. And 


has 


| whenever a new piece of machinery is 
| available that will save his brawny 


arm, you can bank on it that he’s in- 
terested. 

If the farmer and his wife like 
electricity on the farm, and it is pretty 
certain they do, it’s as sure as taxes 
that they are going to have it and 
that the electrical jobber and retailer 


| are going to supply it at a comfortable 


profit. 

On page 9 are given some interest- 
ing statistics that indicate the tremen- 
dous possibilities for the sale of elec- 
trical supplies of all kinds in rural 
communities. Every jobber and job- 
ber’s salesman should carefully study 
these figures. 














Spreads Information 


With the view toward eradicating th 
antagonism of some forces toward tli 
public utility and educating the gen 
eral public, some of the leading fac 
tors among the utility companies i: 
Illinois two years ago formed tlh: 
Illinois Committee on Public Infor 
mation. Since that time 5,000,000 
pieces of informative literature hav: 


been distributed, each piece being 
placed in somebody’s hands. For in 
stance each member of the [Illinois 


legislature has received literature, pre 
pared by the committee, either be 
fore or after election. A weekly news 
bulletin goes regularly to 900 news 
papers in the state and more than 
800 Illinois high schools use specially 
prepared literature in class rooms in 
theme work and debating societies. 
The committee reports that the litera 
ture has been very well received every 
where and that during these two years 
there has been a marked change in 
the attitude of all receiving it. Th 
committee is co-operating with utility 
interests in many other states in an 
endeavor to broaden the scope of this 
excellent work. 


* *% * 


The first trolley cars in Philadel 
phia ran on Catharine and Bainbridg: 
street, and were nicknamed “‘Moder) 
Juggernauts.” A great many peopl: 
were injured by them because they 
thought they did not move faster than 
horse-cars. At this time straw as a 
foot-warming device disappeared from 


street cars. 





Tue Farmer’s Wire Gets Very Trrep or FILtinc anp TRIMMING THE SMELLY OLD 
KEROSENE LAMpPs, 
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Heavy Power Cables 


Uniformity of bends and finish is 
only possible with cables that are 
carefully and evenly annealed, stranded 


and braided. 
That is why large users of heavy 


cables specify ROME Wire when 


ordering. 


RomeWire Co.Rome NY 
“Diamond Branch Buffalo NY 


Rome merit wins cusiomers 
Rome service holds them 
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The Jiffy 
Clip 


One-hole pipe 
hanger in galvan- 
ized steel. 








It isonly necessary 
to use one screw or 
bolt to securely hold 
cable, conduit or 
pipe in place. 

















The Minerallac Elec- 
tric Company announces 
the manufacture of two 
new sizes of the Jiffy 
Clip: 

Yy-inch %4-inch 
especially adapted for 
telephone line or auto- 
mobile construction. 


The other five sizes from 
3% to 1% inches are well 
known. Safe, economical, 
neat. Standard package, 100. 
On smaller sizes 4% and 4% 
inches, 500. 


Sold through 
the jobber. 


MINERALLAC ELECTRIC (COMPANY 
1045 Washington Blvd. 
Chicago, III. 








Three Vital Sales Tips 
(Continued from page 13) 


trying until he finds his niche. That’s 
all right, providing the man is seri- 
ously trying to fit in. 

“The trouble is that some salesmen 
are without any real preference at all. 
They stick in the selling game because 
it is a comparatively easy way to make 
a good living. But they don’t care 
two whoops what they sell—things 
electrical today, dry goods tomorrow, 
real estate next day, and the Lord 
only knows what thereafter. 

“That type of man never gets the 
most out of his work, no matter what 
it is that he sells or how much he is 
paid. He’d quit tomorrow to sell 
something else if offered 2 little 
greater weekly income. The result is 
that he never gets to the point of tak- 
ing himself seriously and_ really 
buckling down to his work. 


“Therefore, no matter how much 
money he earns working as he does, 
he would earn more were he able to 
settle down to one thing and stick to 
it. For there are capabilities in every 
man that he never even discovers him- 
self, until after he has definitely com- 
mitted himself to one line of selling 
and thought about it day after day. 


“There is one type of salesman who 
is at his best when selling materials 
and other tangible things. He prefers 
to sell the things that can be discussed 
in terms of weight, dimensions, con- 
struction, materials, workmanship, and 
so on. In the electrical business that 
man is happiest and most successful 
when selling supplies. He does sell 
them, too, in big lots. 


“There is another type of salesman 
who is at his best when ‘selling the 
idea,’ as they put it nowadays. He’d 
rather tell a dealer about the profit to 
be made out of a washing machine 
campaign ‘than discuss the details 
necessary in selling supplies. That 
type of man should go in for electrical 
specialties, where there is opportunity 
for his imagination to busy itself with 
the planning of advertising and sell- 
ing campaigns to aid his customers. 

“Most men incline to one or the 
other of those extremes, some to a 
greater degree than others of course. 
And the salesman will do well to study 
himself and discover where his prefer- 
ence lies. 
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Big Profits! 


Here, you live-wire salesmen, 
is a chance to increase the 
profits of your house—and 
your own. Quick sales and 
Big Profits result if you will 


get behind 
Gale’s Commutator Compound 











Thousands of your customers 
use compound. Why not sell 
them the best? Why don’t 
you make the profit that some 
one is going to pick up? 


Gale’s Commutator Com- 
pound is not only the oldest, 
but it is pronounced the best 
on the market. It has been 
used all over the world for 
more than 30 years. It’s the 
easiest thing to sell—the eas- 


iest and quickest money 
maker. If you are one of the 
few not acquainted with 


Gale’s, let’s send you free 
samples and the selling dope. 


K. McLENNAN & CO. 


Sole Manufacturers 
1751 W. 35th St. : 


QUICK SALES 


Chicago 
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Eventually you also will take the step that 
leads to freedom from catalog worries and 
better sales mediums—Coumm (| Unt Cata- 
logs. 

You need no longer rely on inexperienced 
compilers to make up your catalogs nor do 
you have to buy the inefficient, old style 
catalogs. 

Come (ther Catalogs are the answer. 
Thousands of Conan (| Unt Catalog pages, 
up-to-date and containing latest lists, are 
standing in type. You can select your 
Couna#ltur Catalog pages by columns in a 
few hours time and give the data for any 
new pages required. 

The Publishers do all the compiling; shoul- 
der all the worry and annoyance and you 


get in return for your money a real sales 
medium; a high grade, up-to-date catalog. 


Lats Lhe Kind 


} Pree we went 


z THE CoLuMN 











( —s 


‘‘Miss Jones, write the 
publishers, Wynkoop 
Hallenbeck Crawford 
New York 
to send their 


Company, 
City, 
master binder of pages 
standing in type. I 
want to pick the pages 
for our new catalog.”’ 

















= J 





It pays to buy the Connor thor Catalogs. 
It pays in dollars and cents and increased 
good will. 


You are invited to make the comparison 
between the old style catalog you are now 
using and the Conve Unt Catalogs. 


Conus (S| that Catalogs are clean cut, with 
each item standing alone and having its 
own sales description, illustration and list. 
The descriptions are clear and to the point. 
There is no waste. 


Sixty Counar (S| Unerr Catalog pages are equal 
in contents to one hundred old style 6x9 
inch pages. 


The price per unit of contents of these up- 
to-date, superior catalogs is no more than 
you pay for the old style, inferior catalogs. 


Column Unit Catalogs are made the National Standard Size, 7% x 10% 


inches, trimmed page. 


The National Association of Purchasing Agents, 


the Southern Supply Bureau, the National Retail Hardware Association 
and others recommend the adoption of this size in the interest of 


economy. It should interest you also. 


Full information will be forwarded on request 


Wynkoop Hallenbeck Crawford Co. 


Printers—Trade Catalog Publishers— Binders 


80 Lafayette Street 


New York, N. Y. 


*) Unit Caratoc 


NATIONAL STANDARD SIZE 
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Economy Fuse & Mra. Co., Green- 
view avenue and Diversey parkway, 
Chicago, Ill., announces, as of May 
16, 1921, a reduction of 26.8 per cent 
“The 


increase in price of Economy fuses 


in the price of Economy fuses. 


from the pre-war base was only 64 
per cent,” says the Economy Fuse 
Company, “the 
crease of all electrical materials. This 


minimum price in- 
reduction in price is made in keeping 
with the spirit of the times and is 
made possible because of the enor- 
mous quantity of Economy fuses sold 

and because of the writing off of 
high-priced inventories—and increased 
efficiency in manufacture in our new 
plant, the most modern and efficient 
factory in the world devoted to the 
The new 


price to the user will be list less 40 


manufacture of fuses.”’ 
per cent as against the former price 
of list less 18 per cent. 

Suppiies Co., 


ELECTRIC SERVICE 


Philadelphia, announces that it will 


act in the future as exclusive selling 
agents for the Peerless Equipment Co, 
of Hanover, Pa., manufacturers of 
Peerless armature repair machinery 
and Segur coil winding tools. Here- 
tofore, Peerless armature tools were 
manufactured by the Manley Manu- 
facturing Co., York, Pa., and Segur 
coil winding tools by the Electrical 
Manufacturers Equipment Co. of 


Chicago. 


THe TurNer Brass Works, Syca- 
more, Ill., manufacturers of blow 
torches and other brass goods, has 
placed on the market the Turner New 
Line Torch, for which many new and 
distinctive features are claimed, the 
outstanding points being standardiza- 
tion and interchangeability. All toreh- 
es use the same parts except the burn- 
ers. The number of styles of tanks 
has been reduced to four, making the 
line more standardized. The Turner 
Brass Works was founded in Chicago 
in 1871 by E. S. Turner who retired 


when the firm was reorganized and 




















| 
| 
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Modern new factory of the Bleadon-Dun Company, 218 South Peoria street, 
Chicago, IIl., consisting of 35,000 sq. ft. of office and factory space. Every facility has 
been installed for producing “Violetta” violet-ray machines from beginning to end. 
Under the new arrangements recently made it is estimated that production will be 


increased 200 per cent. 








incorporated in 1889. In 1907 the 
plant was moved to Sycamore, follow 
ing labor troubles. In 1915 a chang: 
again took place in the company’s 
personnel when William F. Pagel en- 
tered as president, treasurer and gen 
eral manager, and H. F. Pagel as 
vice-president. Since that time the 
company has made rapid progress 
until it now claims to be the largest 
manufacturer of brass torches in the 
world. Recently the company was 
again strengthened by the addition of 
Fred W. Alden, formerly of the Ili 
nois Wire & Cable Co., as secretary. 
Charles F. Masterson, director and 
sales manager, has been identified with 
The Turner Brass Works for the past 
14 years. 


Ross D. Cummings, for 12 years 
with the Western Electric Co. and 
more recently with the H. G. Weeks 
Mfg. Co., Hamilton, O., has been ap- 
pointed district representative for the 
Pneuvac Company, Worcester, Mass.., 
with headquarters at Chicago. The 
Pneuvac Company manufactures the 
Sweeper-Vac vacuum cleaner. Mr. 
Cummings’ many years’ experience in 
the sale of motor-driven appliances 
and heating devices should make him 
a valuable asset to his company and 
dealers and jobbers in the Chicago 
He is a co-operator of the 
n’th power. 


territory. 


Warp Execrric Co., Philadelphia 
Stock Exchange building, Philadel- 
phia, Pa., announces the production 
of a new push button switch designed 
in accordance with prevailing prac- 
tives and methods found successful in 
the manufacture of flush switches for 
a number of years. This will be made 
in single-pole and three-way types. 
The new switch is shallow, and the 
buttons, which have pearl centers, aré 
so operated that they move directly 
up and down and stand out straight. 
“The action of the switch,” says 
P. H. Ward, president of the com- 
pany, “is positive.” All current- 
carrying parts are of brass or phos- 
phor bronze, whereas the wearing 
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New Electrical Products Illustrated 





—~_ A 


The Appleton Electric Co., 1701-13 Wellington avenue, Chicago, 
Ill., has brought out a line of outlet box covers, equipped with swivel 
fixture joints or hubs for either *-inch or 14-inch conduit; also a 
Unilet swivel fixture joint and a combination hickey and swivel fix- 
ture joint. Figure one illustrates a raised cover showing, too, the 
swivel fixture joint or hub. It can be furnished for three or four- 
inch, round or octagonal boxes, also square covers can be furnished 
for four-inch square boxes. The swivel fixture joint permits the re- 
flector to hang in the correct position, no matter at what the angle 
the box may be set. Figure three is a Unilet swivel fixture joint 
designed for supporting suspended type fixtures and when used in 
conjunction with Unilets it supports the fixture and the Unilet pro- 
vides a separate wiring chamber for the connection. Figure four 
shows the combination hickey and swivel joint. 








Sunbeam six-pound electric iron is the product 
of the Chicago Flexible Shaft Co., Roosevelt road 
and Central avenue, Chicago, Ill. Among other 
features claimed for it are distinctive appearance 
and individuality that embodies new standards of 
quality in construction, design, workmanship and 
finish. Few parts and the absence of complicated 
assemblies are other features said to be noticeable 
in the construction. Heating unit rests directly on 
ironing surface and a heat storage plate of soft 
metal above the element holds a reserve of heat 
that would otherwise escape through the top of 
the iron 











It is beyond question that the jaw is the weak point of all pliers 
and at the same time the most important. The jaw broken or worn 
out renders the tool useless. In view of these conditions The Never- 
slip Works, New Brunswick, N. J., has placed on the market Never- 
slip side cutting pliers with renewable jaws, shown above. 











For automatically illuminating the running 
board or step and the entrance to closed auto- 


‘mobiles, the Bryant Electric Co., Bridgeport, 


Conn., has developed the above single button push 
switch which operates automatically to close the 
circuit and light the inside lights when the car 
door is opened. 














A-52-X is the 
number of a new 
. a Paiste pull chain 

One of the most practical wiring sasieh with vedle- 
devices yet developed is said to be 
the new “Kwikon-Nobolt”  Fix- 
ture Stud recently placed on the 
market by S. R. Fralick & Co., 15 Hegeman Mfg. Co., 
South Clinton street, Chicago. It Hartford, Conn. 
is also claimed to be the first stud This company also 
designed for conduit work. It can manufactures the 
be installed in less than one-third H & H push switch 
the same time required by other with radio-active lu- 
types, the maker says. minous button-insert. 


glowing pendant, 
placed on the mar- 
ket by the Hart & 








dr 


At the left above is the new “Anylite-Twin” plug and 





at the right the two and four-inch Anylite extension 
sockets, both products of the Anylite Electric Co., Fort 
Wayne, Ind. The construction of the extension socket is 
of metal covered with an insulated tube. The four-inch 


can be furnished with either black or white covering. 
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IT’S PERFECT! 


Note the new way of assembling 


The BULLDOG 
KNOB 


Made and Sold under License 
United States Patent, Feb. 3, 1920 


The placing of the central bush- 
ing on the cap instead of the 
base, places it in a class by itself. 


You will be safe in recommend- 
ing this knob and all of our prod- 
ucts to your customers. Write us 
ped F aed further information de- 
sired. 


Illinois Electric Porcelain Co. 
Macomb, III. 

















Every Business 


of consequence ought to have proper card 


h 
REPRESENTATION 


WIGGINS” 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—supPeriority 
of engraving and the 

convenience of the book 
form style ex- 
plains why. 
—— for tab 
o 


spec 
detach them 
one by one 
and rve 







eral excellence. 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1108 8. Wabash Ave. 
705 Peoples Gas Blas. CHICAGO 




















Sign 


Subscription 


Coupon 
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parts are all of case hardened steel. 
The switch is compactly assembled in 
a high grade porcelain base and has 
been approved by the Underwriters’ 
Laboratories.” 


Butietin 201 has just been issued 
hy The Chase-Shawmut Co., of New- 
buryport, Mass. It is fully descrip- 
tive of the line of inclosed and re- 
movable fuses, porcelain and _ slate 
base cutouts, fuse wire, ground clamps, 
cable clips, etc., manufactured by The 
Chase-Shawmut Company. List 
prices and information to facilitate or- 
dering is included in the bulletin. 


Cuicaco Fuse Mra. Co.’s New York 
offices, following the general business 
trend, have been moved from the 
crowded downtown district to the more 
accessible center of the city. The com- 
pany should be addressed and will be 
found in the future at the Tilden build- 
ing, 105 West 40th street. 


W. H. Harrinetron, formerly as- 
sistant chief engineer of the New De- 
parture Mfg. Co., of Bristol, Conn., 
has been appointed electrical engineer 
of the Arrow Electric Co., Hartford, 
Conn. Mr. Harrington took up his 
new duties on May 1. 


J. J. Buizapon, president of the 
Bleadon-Dun Co., 218 South Peoria 
street, Chicago, reports that the new 
“Baby Violetta” has proved a “knock- 
out” and a wonderful seller. ‘In 
fact,” says Mr. Bleadon, “it has 
proved so popular that in spite of all 
our new manufacturing facilities, we 
have not been able to keep production 
level with demand.” The Baby Vio- 
letta lists at $12.50. 


J. W. Woorry, formerly general 
sales manager of the Oshkosh Mfg. 
Co., Oshkosh, Wis., has resigned to 
become vice-president of the Minne- 
apolis Equipment Co., Minneapolis, 
Minn., in which company he has pur- 
chased a large stock interest. After 
completing his engineering education 
at Armour Institute of Technology, 
Chicago, Mr. Wooley spent eight 
years with the Chicago Telephone Co. 
in the installation and construction de- 
partment, and then two years with the 
Bion J. Arnold Engineering Co. of 
Chicago on public service appraisal 
work. For the past eight years he has 
been general sales manager of the 
Oshkosh Mfg. Co., in charge of the 
sales of both the electrical tool di- 








“CENTRAL” 
Rigid Steel 


CONDUITS 


The ease with which “Cen- 
tral” Conduit can be worked 
is demonstrated by the test 
illustrated above. The pipe 
was bent cold by hand. Our 
special heat treatment gives 
this remarkable ductility. 


“Central Black” 
(Enameled) 


‘Central White” 
(Galvanized ) 


CENTRAL TUBE CO. 


PITTSBURGH, PA. 

















Magnet Wire 


Magnet Wire 
Products 


Quality Service and 
Quantity Production 


The name 


DUDLO 


stands for highest grade magnet 
wire and coils. Used by large 


manufacturers everywhere. 


DUDLO MANUFACTURING CO. 
Fort Wayne, Ind. 











May, 1921 THE soBBER’s fA) SALESMAN 








Where the Jobber’s Salesman 
Gets Real Backing 


HEN the jobber’s salesman stocks 

a dealer with The Premier, he scores 
twice. He makes a satisfied dealer and he 
makes a friend. 


Our policy is to consider our job un- 
finished until the final sale is made to the 
consumer, and even then we continue to 
service the cleaner so long as it is in use. 


As part of this policy, we are helping 
Premier dealers make increased sales by an 
intensive advertising campaign in rotograv- 
ures, black and white newspapers, and 
national women’s publications. The advan- 
tages of The Premier are being described to 
ten million families. 





We are backing up the effort of the job- 


ber’s salesman by putting this advertising | 
right at the dealer’s door—in his own home 


newspaper. 


The jobber’s salesman who works for The 
Premier finds that The Premierworks for him. 





Write to the Sales Department now if you 
want this sort of backing. 


FIRST AMONG CLEANERS 


ELECTRIC VACUUM CLEANER COMPANY, Inc. 
Cleveland, Ohio 


Premier Service Stations in Principal Cities 


Exclusive Canadian Distributors: 


Canadian General Electric Company, Limited, Toronto, Ontario, 
and Branches 
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i 
R SODERING 







“You are to be 
congratulated” 


That is what our banker said 
to us when we submitted our 
statement to him for the year 
1920, and the reason for it was 
that our business was good 
thruout the year, notwithstand- 
ing the general cry of “busi- 
ness is poor.” 


Allen Sodering Flux 


is so good and is so well and 
favorably known that when- 
ever Sodering Flux is needed 
“ALLEN” is the FLUX called 
for. 

Your Sales Manager will 
stock it if you ask him to. 


A sodered joint is no 
stronger than its flux. 


L. B. Allen Co., Inc. 


4586 N. Lincoln Street 
CHICAGO, ILL. 

















THE BETTER KIND 
of CARBON LAMPS 


Large Regular Types. Candelabra 
and Special Types fitted with 
Candelabra, Miniature and Bayo- 
net bases. 





Wholesalers of all types of Tung- 
sten and Nitrogen Lamps. 


Immediate Delivery 
Send for our Liberal Discounts 


Anthony Wayne Lamp Co. 
A. C. Mannweiler, Mgr. 
1016 Savilla Ave. 

Fort Wayne, Ind. 














vision and the contractors’ equipment 
division. The Minneapolis Equipment 
Co. handles a complete line of con- 
tractors’ equipment and machinery of 
all types, such as concrete mixing and 
placing machinery, power-driven saw 
‘rigs, steam, gasoline and 
hoists, industrial locomotives 
equipment, and track, 

shovels and road equipment of all 


kinds. 


and 


cars steam 


H. O. Baker, formerly city sales 
manager for the Hurley Machine Co., 
Chicago, has accepted a similar posi- 
tion with the Berthold Electrical Mfg. 

| Co. of the same city. 


Rome Wire Company is sending an 
announcement to the trade saying that 
its new weatherproof wire mill is now 
completed and in operation at its plant 


in Rome, N. Y. 


rank as one of the largest manufac- 
| turers of copper rods, bare and tinned 
copper wire, stranded cables, rub- 
ber covered wires, magnet wires and 
weatherproof wires in the country. Its 
many customers have been urging this 
company, for a long time, to manu- 
facture weatherproof wire to round 
out its line. The weatherproof plant 
is strictly modern and fire-proof, of 
concrete, tile and steel construction, 
two stories, 125 ft. by 325 ft., having 
a floor space of 81,250 sq. ft. 
well lighted and ventilated and pro- 
tected by a sprinkler system. 





| designing special machinery, so that 
very high grade weatherproof wire 
may be produced, always uniform in 


quality and with a machine layout in- | 


| suring every possible economy in labor 
| cost. The Rome Wire Company be- 
| lieves that as its rubber covered wires 
_have such a very wide distribution 
' and are so well known over the entire 
| country that weatherproof wire sales 
| will soon take the output of this new 
factory. Its many customers will 
appreciate the advantage of being able 
to now purchase carloads of mixed 
rubber covered and weatherproof wire. 
The company intends to carry large 
stocks at all times of weatherproof 
| wires and rubber covered wires in the 
| warehouses at its main plant in Rome. 





Surr MANUFACTURING Co., manu- 


facturers of the Surf electric clothes | 


_washer, has been taken over by the 


| Sunbeam Domestic Appliance Co., of | 


electric | 


The company, with | 
its 1514 acres of floor space, will now | 


It is | 


The | 
company says that its engineers have | 
| spent several months in the work of | 









WAR IS OVER 
LET’S GO 


Back to normalcy and 
plenty of 


CHAPMAN LIGHTNING 
ARRESTERS 


For Telephone and Telegraph Lines 








Manufactured By 
MINNESOTA ELECTRIC CO. 


Minneapolis, Minn. 





SEALED PROPOSALS in dupli- 
cate willbe received at this of- 
fice until 12 o'clock noon May 
17, 1921, for all the necessary 
materials; for labor, for a COM- 
PLETE CURB LIGHTING SYS- 


TEM. 
Flans, Specifications, Form of 
Proposal and information ob- 
tained on application to this 
office. 


Right reserved to reject any and 
all bids and waive any defect. 


Harry Harper 
City Clerk 
St. Joseph, Michigan 








THE NEW BOWL HANGER 


| Fits Any Holds Any 
| Socket Shade 
| Attached Write for Price 


and Discounts 






Instantly 








| EUGENE A. FLEER, Sole Distributor 
3010 Irving Park Blvd., Chicago 
Also Mfr. of Switch Plates 
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Increases 
Production 


National X-Ray Reflector Co. 
CHICACO 


San Francisco, 


Factory Lighting 


New York 
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PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








ARMATURE SLOT WEDGES 
Made of Hard Maple 


For new and repair work. 


Ya 2 
la. Re 


Made to any specification. 
Send us your blue print or sample. 


T. C. White Electrical Supply Company 


1122 Pine St., St. Louis, Mo. 























Would YOU buy a SECOND-HAND 
CTRIC MOTOR at ANY price? 

you KNEW it to be as good as new? 
Wire us your inquiries. 
Second-hand Electric 
Motors Bought, Sold and 
Exchanged. 

CHICABO, ILLINOIS In business since 1893. 
* 16th and Lincoln Streets Chicago, Ill. 























Evansville, Indiana. The company 
will move into its new daylight factory 
in Evansville sometime in May. The 
new company, it is said, will retain the 
trade name of “SURF,” which so apt- 
ly describes the action of the water, 
and which has attained an enviable 
reputation among the trade. The com- 
pany will be under the active manage- 
ment of O. F. Fischedick, formerly of 
the Surf Manufacturing Co., backed 
by some of Evansville’s most promi- 
nent people. The change will. enable 
the new company to manufacture its 
product under more favorable condi- 
tions, both as to additional capital and 
lower labor costs. Being centrally lo- 
cated it enjoys ideal shipping facili- 
ties. 


NationaL X-Ray Rervector Co., 
Chicago, Ill., has stationed Walter 
Hall at 805 Merchants Bank building, 
Indianapolis, Ind., as resident engi- 
neer for Indiana and southern I]linois. 


Duprex Lieutine Works of the 
General Electric Co., 6 West 48th 
street, New York, has published a 
very creditable booklet entitled, ““What 
Duplexalite Offers to the Lighting 
Fixture Manufacturers.” The fund- 
amental purpose of the book is to ex- 
pound the ability of the Duplexalite to 
lend itself to ready adornment or em- 
bellishment, so that its exterior ap- 
pearance may harmonize with its deco- 
rative environment. It is profuse with 
drawings illustrating the Duplexalite 
installed in rooms designed to repre- 
sent the different historical periods. 
There are also shown photographs of 
the adaptability of the Duplexalite 
in the modern homes. The Duplex- 
alite is brought out in the brochure 
as being a base around which lighting 
fixture manufacturers can work to 
form various designs and styles of 
lighting fixtures. 


M. Propp Company, of New York 
City, has moved from 108 Bowery to 
524-528 Broadway, into a modern fire- 
proof building where it has 12,000 
square feet of available floor space. 
The company manufactures Christmas 
tree lighting outfits, miniature recep- 
tacles, plugs and appliances. “From 
the Bowery to Broadway” has been the 
history of scores of ambitious and pro- 
gressive manufacturers in New York 
City, and in a sense the phrase has be- 
come to be indicative, in the parlance 
of the metropolis, of growth on a sub- 
stantial basis. 


AMERICAN LINE 
MATERIALS CO. 
CROSSARMS 
THAT LAST | 


‘2 
— 
—~ 
> 
oo 
4 
° 


A Sk YOUR 
R OUR PRODI T | 
ROTA 
Successor to 
/AMERICAN CROSS. 
ARM COMPANY 





CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Piain or 
Butt Treated 


T. M. Partridge 
Lumber Company 








Cedar Poles 


Butt Treating 
Open Tank Process 
The Valentine-Clark Co. 
Spokane, Wash. 


Minneapolis Chicago Toledo 























POLES 


NATIONAL POLE C0. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 
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NORTH AMERICAN ELECTRIC LAMP CO. 





NALCO Carbon Lamps are demanded in those in- 
dustries which require unusual service of their 
carbon lamps, such as constant and rough handling 
for inspection purposes, excessive vibration or 
fluctuating current. 


Here is a lamp made to stand the gaff! 








New and Renewed 


CARBON LAMPS 


JOBBERS AND JOBBERS’ SALESMEN: 


You will never go wrong by recommending NALCO Car- 
bon Lamps wherever heavy work is required. They never 
fail to give satisfactory service in factories, coal mines, 
mills, machine shops, garages and for electric and steam 
railroads. 


NALCO LAMPS WILL BACK UP IN PER- 
FORMANCE THE STRONGEST STATEMENT 
£OU MAKE ABOUT THEIR HIGH QUALITY. 


Samples, prices and full information upon request 


Western Agencies Co., Pacific Coast Distributors 
Seattle 285 Mina St., San Francisco Los Angeles 
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NATIONAL 
METAL MOLDING 


“Brings Electricity 
Where Needed.’”’ 


Look around you as you go up and down— 
there’s something going on and going up 
everywhere. A hotel here, an apartment 
there, a bank, a skyscraper and dozens of 
scattering houses in every city and town 
the country over. : , 
Not all jobs for Metal Molding, but along 
with the concealed work, there is a lot of 
surface wiring being done and lots more 
that should be done. 


Someone is getting the business—and the stocks here, there 
and everywhere are getting nearer the point where’ replace- 
ments are absolutely necessary. 

There isn’t anything you can sell with more satisfaction. 
Pushing National Metal Molding is like bringing around an 
old friend. 


Get acquainted with the 
National Metal Mold- 
ing Hand Book—it is 
full of illustrations and 
good, easy reading. It 
is written for the “Man 
on the Job” and your 
contractor-dealers can 
‘ slip it into their pock- 
ets as a ready reference 
gg hn book on eee wiring. C L A S S 
The National Metal Mold- ° 
ing Company trade mark 
We will be glad to keep youand your is a mark of distinction. It 
customers supplied with Hand-Books. means that “National” 


Products possess that in- 
definable quality called 


National Metal Molding © “class”—the kind of goods 


that successful jobbers 
Fulton Building like to handle and estab- 


Pittsburgh - ~ Penn. lished salesmen like to sell. 
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WASHES 


C "undress 


WRINGS _. 


IRONS 
































The nationally advertised A B C Electric Line includes ‘‘a washer for every purse’’ in addition to the new A B C Electric Ironer at $148 retail 


(equipped to operate from A B C washers) and $180 retail, with motor. A BC 
' 


4 BC line 


washer prices, $100 to $170 at retail. Sell the complete 














Your “Best Customers” are not Always 
the Best Appliance Dealers 


UST because he buys more conduit, 
sockets, lamps and wire from you 


than does other account in the 


town— 


any 


Just because he is your ‘best customer” 
for the staples of the electrical busi- 


ness— 


Don’t give him the valuable exclusive 
dealership on your washer and ironer 


or cleaner lines. 

He may be the best contractor, but that 
doesn’t prove he is the best appliance 
dealer, the best man to push specialties. 
Taking wiring jobs and doing electrical 
repairs are as different from selling 


electrical labor-saving devices as bolshe- 
vik currency is from gold of U. S. mint. 
Only if he is a real specialty merchandiser—or 
is willing to be developed into such—should you 
give your “best customer” the agency for your 
washer, ironer or cleaner. 


Otherwise, pick as your outlet the livest dealer, 
regardless of what you sell him in staples, and 
regardless of his line of business. 


Size up each town as if you were a direct factory 
representative, when it comes to these major ap 
pliances. Forget, for the moment, that you have 
anything else to sell. 


That is what the factory representatives do; that 
is what the jobber’s salesmen must also do. 


from the 
sale of electrical specialties, where necessary. The 
two should mix; but often they do not. So don't 
“bury” these big-volume specialties by overlook- 
ing this important point. 


Divorce the sale of electrical staples 


Pick your dealers by the same methods that specialty 


salesmen for firms that sell direct vick their dealers 
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ALTORFER BROS. COMPANY 


PEORIA, 
NEW YORK 


ILLINOIS 
SAN FRANCISCO 


BRANTFORD, ONT. 









































Light Weight 


W EIGHT is a very important consid- 
eration in the selection of a fan for 
household use where it is carried from 
rocm to room. 


The drawn steel frame and base of the 
R. & M. Fan weighs less than one-half 
as much as that of the old style cast iron 
fan. The 12-inch cscillator weighs only 
18 pounds and the 9-inch size weighs but 
9 pounds. A child can carry one of these 
fans with ease. 


This light weight feature is one which ap- 
peals very strongly to the woman pur- 
chaser, and it is the woman who is the im- 
portant factor in the purchase of fans for 
the home. 


Dealers find the light weight of the R. & 
M. Fan a big help in the sale of fans. And 
for this reason the jobber’s salesman finds 
in it one of his strongest talking points to 
the dealer. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO 


New York Boston Philadelphia Buffalo 


Chicago 


Cleveland Cincinnati St. Louis 


San Francisco 








Robbins & Myers Fans | 
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